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Enter Bally Midway's New Discs of Tron environmental game and experience the 


three dimensional world of profitability. From its cabinet 


play, Discs of Tron is a masterpiece of engineering. But 
requires more than a great package at a great price, Bally Midwa 


Discs of Tron with long run earnings in mind. A new research 
16 weeks of field testing has proven Discs of Tron’s top 

We'd like to prove it in the toughest location 

Bally Midway Distributor. You may be surpris 
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FEATURES 
More Survey Results 50 


Here are the final results from Play Meter’s annual State of the Industry Survey. These 
results deal primarily with how operators run their businesses and how they deal with 
industry issues such as legislation, “gray area” games, and commission splits. Play 
Meter also gives its conclusions on the state of the industry and some projections for 
1984. 


The Final Authority 35 


There’s no better way to check the progress of different types of equipment than by 
asking the operators—the final authority on equipment trends. Dawn Adorno talked 
with 17 operators nationwide to get their opinions on equipment performances in 
1983 and also what they will buy in 1984. 


Coinwoman 62 


Sharon Harris does public relations work for her father’s company, Stan Harris & Co. She 
tells of the lessons she has leamed from legislative battles and relates the importance 
of good public relations. 


More In This Issue 


Data East debuts laser disc, by Mike Shaw, p. 40; North Carolina operators attend 
annual trade show, by Valerie Cognevich, p. 42; and Improve credit sales collections, 
by Joseph Arkin, p. 78. 
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Cover Credit: Data East recently debuted Bego’s Battle, a laser disc game. For more 
information, see page 40. 
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Entertainment System 
from Marantz 


A Unique New Form of Musical Entertainment 


Now you can delight and fascinate your 
guests with the fabulous SSINGALONG™ 
Entertainment System which plays their 
favorite music and lets them sing along by 
displaying the lyrics of each song in time with 
the music. This revolutionary development in 
club entertainment combines the famous 
PIANOCORDER® reproducing system with 
our versatile new SUPERSCAN™ display con- 
sole, an electronic screen composed of solid 
state light emitting diodes (LED’s). 

Using factory encoded tape cartridges, the 
SINGALONG system operates the piano keys 
and pedals, producing an amazingly lifelike 
performance, while the song lyrics dance 
across the screen. Each song is programmed 
with its own dazzling light and motion effects 
to delight your guests. Our long playing car- 
tridges contain about 67 old and new favorites 
each, and additional tapes are available from 
our extensive Pianocorder tape library, giving 
you an almost limitless supply of music. 

We'll also, program into your system an 
advertising message of up to 200 words which 
will be displayed on the screen continually while 
the SINGALONG mechanism isn’t playing. 


The SINGALONG system is available in 
both coin-op and free-play models, installed in 
our handsome Ragtime Piano. It can also be in- 
stalled in any other piano quickly and easily, 
without impairing the piano’s structural in- 
tegrity or tone. The SUPERSCAN console can 
be placed anywhere, in single or multiple unit 
displays, and it can be used independently of 
the system as one of the most versatile user 
programmed message centers on the market. 

The SINGALONG system is virtually 
service-free; in the unlikely event that you 
ever have a problem with it, help is as near as 
your phone. If there’s trouble with the con- 
sole, simply ship it back and we'll send you a 
replacement while yours is being repaired. 

The MARANTZ SINGALONG system is 
unique in club entertainment. It will captivate 
your patrons play after play, night after night, 
at a substantial savings to you in entertain- 
ment costs. And because it’s self operating, all 
you have to do is change tapes. 

It'll pay YOU to take a look at the 
MARANTZ SINGALONG entertainment 
system. Call us toll-free at 1-800-438-7023 for 
more information. 
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Marantz Piano Company ® Post Office Box 460 © Morganton, North Carolina 28655 © (704) 437-7135 


The Norton Co. 
Service Center 


Manufacturers of: 


e High Ball e Ten Pins 
e Happy Feet e Happy Hammer 


Servicing Midway Customers Also 


Factory Trained Technicians 
Contact: 813-963-2043 
813-963-1964 


Get a sneak 
preview of the 
new equipment 

in the AMOA 

Show issue, 

December 1. 
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YOUR LASER-DISC 
HEADQUARTERS 


Guaranteed 
Immediate Delivery! 


M.A.C.H. 3 by Mylstar : ff. 


DRAGON’S LAIR by Cinematronics 
CLIFFHANGER by Taito 


Coming Soon 
ASTRON BELT by Bally 


ATARI 
Millipede (new)......... $1895 
Millipede (ct)........... 1695 
Xevious (mew) .......... 1395 
AVADIAW cist sear ooo eet 995 
Centipede (used) ....... 1295 
Centipede (cab) ........ 1195 
ASLENOIOS 255-65 ity ds 150 
Dig Dug (new).......... 1095 
Dig Dug (used cab) ..... 995 
Star Wars (new)........ call 
Star Wars (cpt new) .... call 
Pole Position (new) .... call 
Pole Position (cpt new). call 
CINEMATRONICS 
Cosmic Chasm (new) ....$1795 
CENTURI 
Munchmobile (new) ....$ 995 
Gyruss (new) ........... 1595 


ICE 
Chexx Hockey (used)... .$1995 
BALLY 
Baby Pac-Man .......... $1695 
Ms. Pac-Man (used) ..... 1895 
Ms. Pac-Man (mini) ..... 1695 
Galaga (used) «<i. <.044 1895 
Galaga (mini) ........... 1695 
Super Pac-Man (used)... 1295 
Pac-Man (used) ......... 1095 
Pac-Man (ct used) ..... 1195 
BurgerTime (used) ...... 1295 
Mappy (new) ........... 1595 
Mappy (ct new)......... 1495 
Domino Man (new) ..... 895 
Domino Man (ct new)... 895 
Kosmic Krooz’r (new) ... 1295 


NINTENDO 
Donkey Kong (used) ....$ 795 
Donkey Kong (used cab) 795 
Donkey Kong (used cpt). 895 


Donkey Kong Junior .... 795 
Donkey Kong 

JURIOR TINA) <.440.cae ans 795 
Donkey Kong 

JURION (COU) 66.0 sue eres 895 
Mario Bros. (new)....... 4295 
Mario Bros. conv. kit... call 

SEGA 

Congo Bongo (new)..... $ 895 
Star Trek (used cpt) ..... 1695 
Star Trek (used ur) ...... 995 
Championship 

Baseball (new) .......... 2295 

WILLIAMS 

WONG Eo :4 ote in et ae $1395 


If you don’t see it, call: 


CENTRAL 
DISTRIBUTING COMPANY 


3814 Farnam Street, Omaha, Nebraska 68131 


402/553-5300 
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UP FRONT 


A Bright Future 
Emerges for the Coin-Op Industry 


In this issue we present the balance of results of 
the State of the Industry Survey. 

As you study the figures, many of you may feel 
that the industry is in dire straits. And when 
comparing your video average gross collections of 
$70 per week to the $109 last year and $140 in 1981, 
your conclusion seems substantiated. 

This year’s earnings figures are more similar to 
those of 1979 than to those of 1981. But go back to 
1979. More than likely, you were pleased with your 
$64 average weekly collections on your video games. 
Your business was probably faring pretty well as 
collections steadily rose on all types of equipment. 
The industry came a long way between 1979 and 1981 
as video games put the coin-op amusement industry 
on the entertainment map. 

Industry members swelled with pride at being 
part of this phenomenon called video games. Well, 
there is no reason or excuse not to be a proud group 
today. 

Those years saw many newcomers looking for big 
profits and little work and we’re now watching them 
depart. Earnings that skyrocketed are now falling. We 
observed a public devoted to video which now shows 
little more than a passive interest. 

But even now, new games are being born that 
will draw players back to the arcades and street 
locations with renewed interest. In addition to the 
new games, pool and pinball offer an exciting 
challenge. With jukeboxes, they are considered the 
basics of the industry. More and more operators are 


returning to these older entertainment forms, 
realizing that they can still generate steady earnings. 

But it’s up to operators to show some enthusiasm 
for the industry and radiate that enthusiasm to the 
public. Promotion, probably more than ever, is vital 
to recapture players. No one expected the 
overwhelming acceptance of Pac-Man. Dragon’s Lair, 
similarly, is helping to revitalize interest in games 
just as Pong did when it was introduced. People like 
something new and exciting, and this industry can 
provide that in its games. There will always be a coin- 
operated amusement industry, and there will always 
be players. 

But are we better off now than we were in 1979? 
That question can be answered yes or no with valid 
explanations for either response. A saturated market, 
fierce competition, high equipment prices, and low 
collections tend to support a negative answer. But, on 
the other hand, the industry has achieved public 
awareness, improved technology, and discoveries 
which make games we never dreamed about possi- 
ble. Our industry is becoming more professional and 
will continue to do so. 

We'll probably never see another two years like 
we did when videos were at their peak. But even if we 
don't, there is still a future waiting to be met. Only 
those who don’t know the history of the industry are 
likely to make the same mistakes. We have learned a 
lot in two short years and will emerge armed to 
preserve what our industry is—affordable entertain- 
ment for everyone. 


Valerie Cognevich 
Editorial Director 
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Slip of the pen 


I write to protest a surprising mis- 
statement in the “Up Front” editorial 
that leads your September I5 “gray 
area” issue (p. 6). How could you, of 
all authorities in the field, state that a// 
video card games are “worse than a 
slot machine,” that a// video card 
games are “borderline,” and that all 
such games “by their very nature, 
imply betting and gambling?” And 
worse, how could you make such state- 
ments in a special issue that is likely to 
become a guidebook and reference 
source on “gray area” problems for 
industry regulators and law enforcers? 

Greyhound Electronics Inc., witha 
few other U.S. companies, has pio- 
neered a line of bona fide amusement 
only games that use card and casino 
themes but have absolutely no gam- 
bling features. They are marketed for 
mature patrons in locations like bars 
and taverns. 

Our new Casino Games, for exam- 
ple, gives players a set number of 
“chips” for a fixed price to be played 
on one of several games, and ends with 
a final score that cannot be knocked 
off, paid off, or carried over (except as 
a high score to be challenged by other 
players). It is no more a “gray area” 
device than Pac-Man and it is being 
just as widely accepted and well 
received. 

I am not a crusader against gam- 
bling games. Greyhound will enter any 
market where it can compete in manu- 
facturing legal payout or credit devices. 
But it is a disservice to everyone inter- 
ested in this industry to enhance con- 
fusion between all card games per se 
and gray area card-theme devices. 


PLAY METER, November 15, 1983 


I hope you will correct your error 
and clarify your position in a way that 
will minimize any further harm from 
It. 

Edmund J. Florimont 
President 

Greyhound Electronics Inc. 
Toms River, New Jersey 


Editor’s Response 

The “Up Front” introduction to the 
“gray area” issue was written strictly 
about “gray area” video card games 
that have been a subject of confusion 


among operators. There was an effort 
to refrain from becoming repetitious 
in using the phrase “gray area games.” 
I inadvertently substituted “video card 


games,” not realizing people would 


jump to the conclusion I was referring 


to all video card games. (By the way, 
please note that the word all was 
emphasized by Florimont and not 
Play Meter.) 

Play Meter has taken a solid stand 
against “gray area” games, requiring a 
signed, notarized document declaring 
a game is for amusement only before 


Audio Visual 
Amusements 


Offering the finest 


new and used 
equipment 


REPRESENTING LEADING FACTORIES 
@ SALES, PARTS, SERVICE @ 


ARCADE PLANNING 
SPECIALISTS 


Every new and used video 
in stock at all times 


YOU’VE TRIED THE REST, 
NOW TRY THE BEST 


WE’RE EAGER TO SERVE 


1809 Olive Street 
St. Louis, Missouri 63103 


(314) 421-5100 


For further information, call Pete Entringer 
(collect) 


America runs 
on quarters. 
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And Scan Coin 
counts them... fast. 


Coins or tokens. ..small or large volume. . .single 
denominations or mixed change. ..Scan Coin has a 
complete line of coin handling equipment to speed 
the count. 

We'll help you analyze your current and future needs, 
then recommend a Scan Coin unit to fit your budget. Of 
course all our products are quality-engineered for 
durability and simple, quiet operation. 


One of the most popular 
and versatile Scan Coin 
units is the SC 3001. Its ex- 
clusive, high-speed elec- 
tronic sensor makes short 
order of any counting task. 
And a number of acces- 
sories allows you to 
customize the SC 3001 to fit 
your special requirements. 


For more details on the complete line of Scan Coin 
products, call toll-free 800-336-3311 for the name of the 
dealer nearest you. 


ScanCoin 


The first choice in money handling systems. 


201 Elden Street, Herndon, VA. 22070 
8OO-336-33l1 din Virginia, call 703-471-6510) 


accepting an ad for a video card game. 
So the difference between a video card 
game and a “gray area” game is clearly 
defined. 

My apologies to those companies 
who have submitted affidavits and do 
manufacture legal card games. It was 
not Play Meter’s intention to lump 
these games into a group with “gray 
area’ video card games. 

Greyhound has sent an affidavit on 
104 CT Casino Games, and I feel it is 
worthwhile here to also list those other 
companies (their games) who have 
complied by sending an affidavit. I 
would like to stress that none of the 
following equipment is part of the 
group of games denoted as “gray area.” 
These are the only games Play Meter 
recognizes as being separate from the 
group of “gray area’ video card games: 

Digital Controls, Little Casino; 

Computer Kinetics (Terra Firma), 

coin-operated amusement game 

products; Southern Merchandise, 

Pitt Boss; Entertainment Enter- 

prises, Reno Games (countertop); 

Entertainment Enterprises, Mini- 

Vegas; Merit Industries, Pitt Boss; 

House of Cards, Four Games in One 

(House of Cards); Games Galore, 

Reno Games (countertop); Grey- 

hound Electronics, 104 CT Casino 

Games, /nternational Diversitech 

Associates Inc., Chips; and Thun- 

derhead Inc., Two-Bits Casino 

Classics, Major Leagues, Pros. 

Valerie Cognevich 
Editorial Director 


Kudos to Cognevich 


I would like to commend you on 
your fine article in the June | issue of 
Play Meter magazine (p. 7) titled 
“Speak Up! Communicate With 
Manufacturers.” 

As mentioned in your article, the 
coin-op industry is faced with a serious 
problem today—lack of communi- 
cation. Creating proper avenues of 
communication should be a top 
priority in this industry. 

Dennis Norwood 
Technical Director 
O’Connor Distributing Co. 
Dallas, Texas 
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Youll Pay A Higher Price 
For egal Imitations Of Digital Controls’ 


Little Casino. 


Digital Controls, Inc. will 
prosecute manufacturers, distributors 
and operators involved in the sale of 
illegal imitations of our Little Casino 


video card game. Digital Controls, Inc. 


holds the sole audiovisual and 
program copyrights, manufacturing 
rights and trademark rights for 
Little Casino. 

Other companies have illegally 
copied our technology and are 
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marketing imitations of Little Casino 
under various names. These imita- 
tions are no bargain. Along with them 
comes the hidden cost of fines and 
jail sentences for violating federal 
copyright laws. 

Digital Controls, Inc. will aggres- 
sively protect our rights through 
civil and criminal prosecution to the 
maximum extent of the law. Illegal 
imitations are subject to confiscation. 


DIGITAL CONTROLS 


Digital Controls, Inc., 5555 Oakbrook Parkway, Suite 200, Norcross, Georgia 30093 


Valley Hopes Success 
Will Repeat Itself at AOE 84 


AOE ’83 was particularly successful 
for the Valley Company. “The indus- 
try was in transition,” explained Presi- 
dent Chuck Milhem. “Last year’s show 
was good for us.” 

A variety of products got attention 
at AOE ’83. Attendants examined the 
new videos, but they didn’t stop look- 
ing when they came to a non-video 
booth. And in Valley’s case, operators 
stopped to check out the company’s 
pool tables and its foosball table close- 
out. 

“It was the beginning of a transition 
period,” Milhem explained. “Videos 
had been dominant for the previous 
two to three years. Operators were 
returning to the basics.” 

With the successful showing Valley 
had at AOE ’83 and the fact that “the 
show has continually grown,” Milhem 
said the company will exhibit at AOE 
84, doubling its booth space from two 
booths in 1983 to four booths in 1984. 

The fifth annual Amusement Oper- 
ators’ Expo will be March 9-11 at the 
O’Hare Expo Center in Chicago. New 
equipment will be displayed and semi- 
nars pertaining specifically to the coin- 


Valley’s Chuck Milhem 


op industry will be presented. 
Milhem is looking forward to AOE 
84 because he believes many operators 
still want the coin-op basics. “The 
interest has never been higher,” he 
said. Milhem believes operators want 


and need non-video equipment because 
of an industry “digestion” problem. 
Too much product is consumed too 
fast and the operator doesn’t have 
enough time to digest, or absorb, it. He 
never receives his return on investment 
and accumulates debts. 


Who will buy? 

At AOE ’84, Milhem also believes 
he will see many strong industry sur- 
vivors buying selectively. “They will be 
looking long and hard at pool, jukes, 
and pins” (which Milhem believes 
are making a comeback of sorts). The 
company president also thinks no one 
product will make a big jump in sales 
compared to some products’ (mainly 
video’s) success in the past. 

What will operators see at the Valley 
booths? Milhem said attendants will 
probably find a couple of pool tables, 
the Tiger Cat, and a pool table desk. 

With all of Milhem’s back-to-basics 
beliefs, his advice to operators buying 
at AOE ’84 is understandable: “Diver- 
sify your portfolio. Don’t put all your 
eggs in one basket. Operators need a 
stable, predictable income.” ° 


_ SS 


Diversify your portfolio. Don’t put all your eggs in one basket. 
Operators need a stable, predictable income. 
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TOP VIDEOS 
Arcade Locations 


Thirteen of 35 videos (37%) with a response rate over 
10 percent have above average performances. 


Rating 
Nov. 15 Nov.1 Oct. 15 
* 1. Dragon’s Lair/ 


Cinematronics:....5...... 100.0 100.0 100.0 
2. Star Wars/Atari........... 80.8 80.5 84.9 
3. Pole Position/Atari ....... 72.7 72.3 76.5 
* 4 Champion Baseball/ 
SOO is savas cimcaieewie< 64.1 60.3 68.2 
5. Q*Bert/Mylstar ........... 57.3 55.7 55.5 
* 6. Gyruss/Centuri........... 56.1 $5.1 a 
7. Star Trek/Sega ........... 55.4 54.8 63.9 
* 8 Mario Bros./Nintendo .... 547 53.4 53.7 
9 -TUID0/SO06 f6 esas 543 _ ~ 
Provisionally Rated Videos 
Rating 
Provisional Ratings Nov. 15 Nov.1 Oct. 15 
Elevator Action/Taito........ 70.9 — ~ 
Crystal Castles/Atari......... 61.0 60.6 65.4 
Far / ERA oo oss cg eae has 569 ~ 60.7 
Rrull/Mylater 05.000. c0scs.5 5% 56.3 58.8 66.6 


NOVELTIES (non-videos) 
Arcade & Street Locations 


Seven of 14 novelties (50%) with aresponse rate over 
10 percent have above average performances. 


Rating 
Nov. 15 Nov.1 Oct. 15 
1. Skee-Ball/Skee-Ball ...... 100.0 725 100.0 
2 Whac-A-Mole/ 
Bob’s Space Racers....... 90.1 78.7 ~ 
3 CHOREICE: Sa ae anaes 83.7 66.1 73.9 
4. Boom Ball/Meltec........ 79.5 88.8 _ 
Provisionally Rated Novelties 
Rating 
Provisional Ratings Nov. 15 Nov.1 Oct... 15 
High Ball/Norton Co.......... 139.5 100.0 _ 
Shoot-Away/Namco Am...... 115.1 75.0 90.5 
Sweet Licks/Namco Am...... 90.7 a 88.1 


Provisionally rated games in each category are 
above average performing games with a response 
rate between 10-25 percent. 


TOP VIDEOS 
Street Locations 


Thirteen of 28 videos (46%) with aresponse rate over 
10 percent have above average performances. 


Rating 
Nov. 15 Nov.1 Oct 15 
* 1. Pole Position/Atari ........ 100.0 100.0 91.0 
* 2. Star Wars/Atari ............ 98.7 106.7 100.0 
* 3. Mario Bros./Nintendo...... 83.4 79.6 78.5 
* 4 Gyruss/Centuri............. yr 80.8 Tk 
* 5. Time Pilot/Centuri ......... 70.3 73:7 62.9 
6. Q*Bert/Mylstar............. 69.5 70.6 63.0 
7. Mr. Do!/Universal .......... 68.6 a 62.0 
* & Turbo/Sega................ 66.4 _ 61.2 
Provisionally Rated Videos 
Rating 
Provisional Ratings Nov. 15 Nov.1 Oct. 15 
Dragon's Lair/Cinematronics 143.8 152.9 134.4 
Champion Baseball/Sega.... 82.4 86.6 79.8 
Sinistar/Williams ............ 741 69.6 63.4 
Roc 'N Rope/Interlogic....... 69.5 ~ _ 
Zoo Keeper/Taito............ 67.3 _ 69.1 
TOP PINBALLS 


Arcade & Street Locations 


Seven of 17 pinballs (41%) with a response rate over 
10 percent have above average performances. 


Rating 
Nov.15 Nov.1 Oct. 15 
* 1. Goldball/Bally ........... 100.0 89.2 89.7 
* 2. Super Orbit/Gottlieb...... 98.4 100.0 86.7 
* 3. Centaur II/Bally.......... 91.6 _ _ 
* 4. Q*bert’s Quest/Gottlieb... 91.1 95.6 100.0 
5. 8-Ball Deluxe/Bally....... 82.9 90.6 77.6 
* 6. Amazon Hunt/Gottlieb ... 819 97.4 83.3 
Provisionally Rated Pinballs 
Rating 
Provisional Ratings Nov. 15 Nov.1 Oct. 15 


Rack ‘em Up/Gottlieb........ 115.8 - _ 


* Conditionally Rated—Weekly average 
based on less than 50% response rate. 


NOTICE: The sole purpose of this survey is to 
determine on a regular basis the top performing 
games in the country. Any attempt to use the results 
of this survey for any other purpose is unauthorized, 
wrongful, and misleading. 
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“Coinco makes your choice of 3 types of Acceptors: 


1. Noryl® 
2. All-Metal 


Coinco's ie 
National Spokesman 
Ed McMahon 


NOW, you can benefit from 
making all your Game Door, 
Acceptor, and I!luminated 
Switch purchases 

from Coinco. 

Coin Acceptors, Inc. is a multi- 
dimension company, ready to 
supply all your needs with one 
telephone call. We've been the 


world’s leading manufacturer of 
coin equipment for automatic 


(ma 


vending for 25 years. We do our 
own designs, engineering, tooling 
and manufacturing in four modern 
plants in the USA and Puerto 
Rico. We have our own Sales 
and Service network with 31 
Branch Offices and more than 
100 Distributors to serve your 
daily needs quickly and 
economically. 


For information, call TOLL FREE, 
today: 1 (800) 325-2646 


ECR 


‘ 


3. Electronic 


Check these big features: 


Coinco Noryl® Acceptors 

@ Simple, on-location conversion to accept tokens 
@ Eliminates most coin-jam service calls 

@ Anti-penny flip and string catcher features 

@ Complete foreign coin and token lines 

@ Accepts U.S. and/or Canadian quarters 

@ Greatly simplified; rustless and adjustless 


Coinco All Metal Acceptors 

@ Tried and true, with latest improvements 
@ String cutter 

@ String catcher 

@ Anti-penny flip feature 


Coinco Electronic Acceptors 

@ Rapid, reliable acceptance of good coins 

@ No moving parts for acceptance of good coins 
@ Meets the needs of special locations 


&% } 


® 


1 


i 


1 


@ coin 


Coin Acceptors, Inc.,4946 Daggett. St. Louis, MO 63110 
in Canada: 868 Progress Avenue, Scarborough, Ontario 


PENN COURT RULES AGAINST PAYOUT GAMES ¢ WILLIAMS OUT OF AGMA e ROGER WHO? NAMED NEW YORK 


LEADER e RESTAURANT OWNERS COOL TO OPERATORS e NCMI ADDRESSES ‘GRAY AREAS’ ° 


‘PIT BOSS’ 


CONVERTIBLE FOR GAMBLING e AMOA SHOW WILL OFFER LASER SEMINAR e OFFER OF CHEAP GAMES BURNS 
BUYERS e AMERICA’S MOST BELLIGERENT OPERATOR IS A WINNER 


PENN COURT 
RULES AGAINST 
PAYOUT GAMES 


The Pennsylvania Supreme Court 
has ruled all video poker and 
blackjack machines equipped with 
knock-off switches or meters that count 
and record canceled plays are 
gambling devices per se and illegal 
to operate in that state. 

A six-judge panel issued the unani- 
mous decision September 22, and 
immediately, state and local police 
began checking locations and seizing 
the illegal gambling devices. 

The decision comes after five 
months of deliberation over conflicting 
Pennsylvania lower appellate court 
rulings. (Play Meter, June 15, pp. 
10-15.) A Superior Court ruled the 
machines legal, and a Common- 
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wealth Court found the games to be 
gambling devices. 

The case focused on an Electro- 
Sport Draw Poker machine, but Justice 
William Hutchinson, speaking for the 
panel, broadened the decision to 
include all games that provide knock- 
off capabilities, reasoning that a 
“knock down switch and meter 
indicate that a reward element is 
present.” 

The court also wiped aside an 
Electro-Sport contention that the 
games were games of skill. “Chance 
determines the ultimate outcome 
despite the presence of certain skill 
elements,” Hutchinson stated. 

According to Pittsburgh Assistant 
District Attorney Kemal Mericli, who 
argued the case against Electro-Sport 
April 25, the decision clears the way 
for state and local police to confiscate 
machines equipped with payout 
features. 

The decision will have a disruptive 
influence on coin game operators in 
Pennsylvania. There, many operators 
have some ‘gray area” games. 
Pennsylvania operators have reported 
even lower earnings on their video 
games than the seriously depressed 
national averages. 

One Pittsburgh operator assessed 
the state of the coin game industry in 
Pennsylvania by telling Play Meter: 
“Poker makes it possible to stay in 
business.” 

According to Mericli, the initial 
reaction of some operators to the 
Supreme Court ruling has been to 
modify their equipment. “Some ven- 
dors are replacing the switches with 
remote contrcel devices,” Mericli said. 
“Others are using the games without 
meters, but that makes the games easy 
for skimming.” @ 


WILLIAMS OUT 
OF AGMA 


The Amusement Game Manufac- 
turers Association is losing its third 
largest member, Williams Electronics. 

Unhappy with AGMA's expanding 
budget and its industry involvement, 
Williams has refused to pay its annual 
dues, opting to be dropped from the 
membership rolls. Mylstar is another 
major manufacturer which has de- 
cided not to support AGMA. 

“We are unhappy with the present 
structure of the organization,” Williams 
President Michael Stroll told Play 
Meter. “But we do pledge our support 
to the fundamentals on which AGMA 
was formed.” 

Williams objects to the financial bur- 
den it carries with just three other 
manufacturers. Bally, Atari, Williams, 
and Sega were billed $88,000 each for 


Michael Stroll 


15 


fiscal 1983 dues, which make up more 
than 50 percent of the AGMA budget. 
The budget has grown with the addi- 
tion of a public relations staff and pro- 
grams, an in-house counsel, and the 
movement of the offices near Wash- 
ington, D.C. 

Williams also objects to the AGMA 
decision to stage an exposition at a 
time close to an already established 
show. The AGMA exposition is sched- 


¥ 


and dependable games. 
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Capture all the fun and ch 
an a of the classic Whac-A-Mole. 
Bully Buster and Pattie Cakes are two kiddy games 

we have added to our exceptionally popular line of 
arcade games. Children of all ages love these 
games and they just keep growing in popularity. 


With progressive difficulty level, unlimited score, high 
score of the day, a selector switch for beginner, 
intermediate, or advanced play and micro- 
synthesized sound on some games, they just 
keep getting better and better. You can profit 
by learning more about our popular 


Call us and let us tell you more about 
Our entire line of successful games. 


Ask about our distributor discount. 
Bob’s Space Racers, Inc. 


427 15th Street, Daytona Beach, Florida 32017 
Telephone: 904-677-0761 


uled for February 17-19; the Amuse- 
ment Operators Expo ’84 is slated for 
March 9-11. “We are unhappy that 
they are causing problems with AOE,” 
Stroll said. “We wanted to keep our 
commitment to AOE.” 

Although Williams’ intentions to pull 
out of AGMA became apparent in 
June when Stroll told AGMA the firm 
would not pay its 1983 dues, AGMA 
Officials said Williams would not be 


a 


arm 


Manufactured in the U.S.A. 


Makers of amusement 
games since 1970 


Officially ousted until a board meeting 
in New Orleans October 17. 

AGMA Executive Director Glenn 
Braswell said that because Williams 
was not yet officially out of AGMA, it 
was ‘ad private matter between AGMA 
and Williams,” and declined further 
comment. However, he did indicate 
AGMA would not change its scope to 
retain Williams as a member. 

Between the defection of Williams 
and the loss of Sega (by purchase of 
Bally), AGMA could suffer financial 
difficulties in 1984. Braswell denied 
that, saying other manufacturers will 
be assuming more financial responsi- 
bilities. The association is also counting 
on its exposition to be profitable 
enough to support its efforts. 

Stroll, who was vice president of 
AGMA until this year’s elections when 
he declined nomination for re-election, 
said Williams will continue to support 
AGMA’s wars against video game 
pirates and other efforts to improve the 
image of the manufacturers, possibly 
as an associate member. 

AGMA currently counts 23 manu- 
facturing members and 14 associate 
members. e 


ROGER WHO? 
NAMED NEW 
YORK LEADER 


Roger Folz 


Gum ball magnate Roger Folzis the 
surprise successor of Millie McCarthy 
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need Q-BITS. 
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BECAUSE NOTHING rirs 


Q-BITS® ... the remarkable new keyed 
token system from Roger Williams Mint. 
It stops slugs, coins and unauthorized 
tokens. In fact, nothing will pass through 
it except a specially keyed Q-BIT token. 
There are a wide variety of key combina- 
tions available, and every buyer gets 
exclusive rights to one of them (within a 
150-mile radius). 

Conversion to Q-BITS is simple and 
inexpensive, whether you now use con- 
ventional tokens or not. Stock Q-BITS can 
be shipped immediately. Even personal- 
ized custom Q-BITS are available 
quickly. For prices and information, call 
toll free: (800) 225-2734. In Massachu- 
setts, call (617) 226-3310. Or write. 


Roger Willams Mint" 


Northwest Industrial Park, 
79 Walton Street, Attleboro, MA 02703 


as president of the New York State 
Coin Machine Association. 

Folz operates 130,000 gum ball 
machines throughout the United States 
and Canada. He presides over the 25- 
year-old amusement operators’ asso- 
ciation after a vote of 21-14 over 
McCarthy’s handpicked successor 
and former association vice president, 
Steve Hochman of Crown Vending. 
The vote was taken at the association’s 


e annual convention, September 24. 
Folz has operated games for just 
* three years and has been in the New 


York group three years, but he was 


- . . elected mainly on the strength of his 
Ladies and Gentlemen, introducing RSE IS eee EHC RIGOR cP Ei 
your new champion... SUPERBALL tries’ associations. He has been presi- 


dent of the New York Bulk Vendors 


Your new champ is in tip-top shape and Association for 25 years and a mem- 


ready to knock out all challengers. 


SUPERBALL is strong enough to go the a : es ae mehr pees net 

distance and tough enough to finish the fight. = a ‘i aes es ae sae es a 

Just try SUPERBALL . . you'll never want ea ne a = 1 ae sar a 

any other game in your corner. eo en aed We COMMIS. 

| chairman for 10 years. His experience 

i These are just a few of the outstanding in lobbying with the state government 
\ benefits that ew CUNMEIn spans nearly 20 years. 

AE While Hochman had been prepar- 

ne @AVAILABLE IN 3 SIZES ing to assume the association's presi- 

a According to your needs, we offer SUPERBALL in dency since McCarthy announced her 


14’ and 10’ for adults and a 6’ game designed resignation in March (Play Meter, 
especially for children. 


| I \ April 1, p. 15), Folz was asked to run by 


ae ANN ©3 YEAR ELECTRONIC CIRCUIT BOARD New York City operator association 

a = uh REPLACEMENT GUARANTEE leaders Howard Herman and Jack 
: Superball should never be down a day but if b ) 

ace oul site Hapealage Soardiyten ollcw: Heam Just a few weeks before the 


our knowledgable technicians to diagnose the ; election. 
problem over the phone and have your “X j 
replacement board shipped out for delivery that I was asked to run to help unite the 


very same-day: association,” Folz explained. 
@SECURITY CODED TICKET That could take some time. The dis- 
DISPENSING agreements between upstate and 


downstate operators, as well as the 
®FULLY ELECTRONIC differences between the two factions 

SOUND SYSTEM in New York City (represented by the 
®CUSTOM COLOR different candidates), have been long 


-_2-2e eS 


AND FRONT and deep. Each year the warring 
ee PANELS factions assume different stances in 
: AVAILABLE lobbying efforts in the state capitol 
Computer Vo = a a and often ruin each other's plans. 

Based SS eee 3 : WO. At this stage of the development, the 
Electrical ; <a 2 biggest differences between the 
ea factions are on the operation of “gray 

Sy ste mM aS ponneeneaaaaun 


area” games. “It was the only issue 
where there was a difference of 


Give the Champ a Call... You’ll be Surprised at our Low Prices. 


SUPERBAL 


‘1 Vanderbilt Avenue, Pleasantville, N.Y. 10570 
(914) 769-0435 


In the October 1 issue (p. 214), 
Play Meter correctly announced 
Paul Jacobs’ return to Exidy but 


erroneously stated that he had 
recently worked for Game Plan 
Inc. of Addison, Illinois. 
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PLAY MEIER 


CAN GIVE YOU 


PLAY MELER the authoritative 


journal to the coin-op entertainment 
business, brings a treasure of vital 
information to you twice each month. 


PLAY MELER guides you through 


the many mazes of today’s uncertain 
markets to the golden touch of a pro- 
fitable business. 


PLAY METER 


P.O. Box 24170, New Orleans, La. 70184 
504/837-7987 


opinion,” Folz agreed. “I want opera- 
tors to restrain from getting involved in 
gambling. I've always been against 
gambling. But I don't believe in turn- 
ing operators in. I won't inform on 
anyone in the association.” 

Hochman agreed it was his uncom- 
promising stance against gray area 
game operation that cost him the 
support of some operators. He said the 
“card game people” initiated an 
active campaign against him when 
they discovered he had talked with 
producers of CBS’ “60 Minutes” for a 
program they are considering on the 
games. 

Folz said his first move would be to 
meet with the state’s distributors in 
early October to ask them to join the 
New York state group. He said he 
would also like to increase the 150 
operator membership of the associa- 
tion and raise dues. 

“Last year we took in just $17,000,” he 
noted, an insufficient amount to wage 
the kind of legislative battles he 
believes lie ahead. e 


RESTAURANT 
OWNERS COOL 
TO OPERATORS 


The biggest problem in including 
video games in restaurants is dealing 
with operators who generally refuse to 
place current hit games. 


That's the opinion of the National 
Restaurant Association which con- 
vened at the Ambassador Hotel in 
Chicago September 25-28 for a 
seminar program that included an 
address from Play Meter on “Amuse- 
menis in Restaurants.” 

“We learned that you can't buy the 
games; the maintenance is just too 
much,” said Ted Swan of TAS Man- 
agement, a Pizza Hut franchisee who 
served on the steering committee for 
the meeting. “The operator is the key 
to the deal.” 

And that’s where the problems with 
video games begin for restaurant 
owners, Swan continued. “If we can 
get current games that are well 
maintained, then having the games is 
successful,” he noted. “But operators 
want to put their junk games in. We 
realize operators have had a time of it 
getting a return on their investment, 
but having video games just doesn't 
work unless you have current games.” 

Swan said that restaurant owners 
whose locations cater to college 


PICTURE A CHANGE 


* CONVE 


EM201 


19” Raster Scan Monitor 1: 


* SAVINGS * 


Invert 


UL approved 


NIENCE * RELIABILITY * 


Th 


SPECIAL FEATURES: 


MAGIC REVERSE SCANNING: 
picture 
repositioning a connector. 


instantly by simply 


. FLEXIBLE MOUNTING: 


Horizontal or Vertical mounting— 
or without frame. Frame easily remov- 
able, allowing chassis to be mounted 
to sidewall of cabinet. 
3. COMPATIBILITY PLUS+: 

Both physically and electronically 
interchangeable and fully compatible 
with Electrohome and Wells-Gardner 
units—at a lower cost to you. 

. ISOLATION TRANSFORMER: 
A matching isolation transformer with 
AC cord and plug is mounted on the 
frame. (optional) 
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Call Your Local Distributor 
or Contact Us for Details 
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Eastern Micro Electronics, Inc. 
12D WORLD'S FAIR DRIVE 
SOMERSET, NJ 08873 
201/469-9690 @ Telex: 642284 ESTRNELEX 
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MARYLAND 
STUDENT 
UNION 


Van Brook is #1 World Wide 


MAM Keeping our Customers Number One has made Van ZB 

" Brook the Number One Leader in the Amusement & A 

ATARI Casino Token Industry. No other supplier can offer you: S | 
ie 


¢ Immediate, same day shipment on Stock Tokens and 
Accessory Items. 

¢ Buy-Back Agreement 100% on Stock Tokens. 

¢ Special-Sized Token Wrappers. 

° Wide array of all necessary Signs and Stickers. 

¢ Accessory Items in stock for immediate shipment. 


* Token Mechs (Metal & Plastic, 48 different sizes 
and types). 

* Cradles & Cradle Kits. 

* Push Chutes (Complete, Single-Token & 
Double-Token), Replacement Slides. 

English #515 Roll-Down Acceptors. 

English 4 x 4 Replacement Cradles & Kits. 

Klopp Token Counters. 

Security Cash Controller 

Kwik Koin Token Dispensers. 


un 
Fine 


* * * * 


* 


e Expert Technical Advice & Assistance, based on 
many years of experience. 

¢ Professional Artwork & Design Service at no charge. 

e Hundreds of attractive Stock Dies. 

e NOTES & QUOTES Promotion Booklet (up-dated 
and revised periodically). 

e Exporting Expertise -- We know the Export Market, 
and how to solve its complex problems. 

e Product Exellence -- Van Brook Standards of 
Precision and Quality Control are the highest in 
the Token Industry. 


Phone or write for catalog & samples 


HOLIDOME 
INDOOR 
RECREATION 


Copyright © 1982 © Van Brook of Lexington, Inc. ¢ All Rights Reserved. 


VAN BROOK OF LEXINGTON, INC. ¢ P.O. BOX 5044, LEX. KY. 40555 
——ae (606) 231-7100 ex_—— 
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UNIQUE 
EXCITING SKILL GAMES 
EXCELLENT PROFITS-FAST RETURNS 
STAYING POWER 
ACCESSORIES-PROMOTION LEAGUES-TOURNAMENTS 


CENTURY. 


immediate shipment 


Quantity Discounts 


Lowest 
Price 
Available 


Distributed By: 
VipeEo CaAsINoO SYSTEMS 


3228 Lorna Rd. 
Birmingham, AL. 35216 


(205) 823-7324 
9299000000000000000000000 
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PEACH STATE 
Distributing©. | 


For 31 years The Dependable Supplier to the Coin Machine Industry, 
with Quality Parts and Supplies at the Lowest Possible Prices. For. . - 


e VIDEO ...¢ INTEGRATED CIRCUITS ... e PHONOGRAPH 
e AMUSEMENT GAMES ... e SOCCER & POOL TABLES 
e ELECTRONIC SUPPLIES ...e VENDING MACHINES 


“We Guarantee Satisfactory Service” 
PARTS CATALOG AVAILABLE UPON REQUEST. 


PARTS DIVISION ...1040 Boulevard S.E. 
Atlanta, Georgia 30312 


Phone 404-629-4401 


Toll Free Phone... 1-800-241-1346 (except in Georgia) 


students and younger groups feel their 
restaurants are appropriate places for 
video games, but that “the noise and 
activity around the games isn't good in 
a sit-down restaurant.” 

Norm Borkin of The AAV Companies 
in Cleveland operates games in 
several national chain restaurants. He 
said his restaurant customers look at 
video games as an additional—and, 
to them, cost free—offering, “like 
having something else on the menu.” 

“Restaurants and convenience store 
game performances are up, he 
noted, “and bars and hotels are 
down.” 

Among the attendees at the semi- 
annual meeting were representatives 
from Hardee's, Morrison Cafeterias, 
Big Boy Restaurants, Dobbs Houses, 
Stouffer's, Wendy’s, and Playboy Clubs 
International. e 


NCMI 
ADDRESSES 
‘GRAY AREAS’ 


The National Coin Machine Institute 
will become the coin-operated amuse- 
ment industry's first national associa- 
tion to make a public stand against the 
illegal operation of “gray area” 
games. 

Plans are underway for a statement 
to be issued at the AMOA Exposition in 
New Orleans in October after four 
NCMI regional meetings in mid-Sep- 
tember produced unanimous recom- 
mendations that the institute warn 
operators of the threat of gray area 
games. 

NCMI Managing Director Herb 
Beitel stressed that opposition will 
focus on the operation of gray area 
games in areas where they are illegal. 
“We have considered this issue 
because we recognize it is a problem 
that no one was addressing,” he said. 

Beitel said most gray area operators 
NCMI polled said they were placing 
the games strictly because of the 
demands of their locations. “The 
established operator is between an 
anvil and a hard place; he sees his 
locations in jeopardy,” Beitel ex- 
plained. ‘But the operator who thinks 
he’s protecting his locations really 
isn't,” because manufacturers of gray 
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Mr. Do returns with an all new adventure... . 
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Ne 


trom i DESY 
the company who brings you “hit kits’ 


3250 Victor Street ¢ Santa Clara, CA95050 ¢ Telephone: 408— 727-4591 « Toll Free Service: 800O— 538-7548 © TLX: 172 247 
©1983 Universal USA, inc. 


Data East Introduces 


BEGA’S BATTLE %*—— 


Dark Forces Threaten To Destroy The Earth And Mankind. 


BEGA A Powerful Being, Born To Fight To Preserve The Human Kace, Defends 
Against These Dark Forces, But Bega Alone Cannot Stand Up Against The Ouer- 
whelming Odds. Fortunately, BEGA Has Found LUNA Who Has The Ability To 


Transform Individuals Into Super Natural Beings To Unite In The Fight Against The 
Powerful Bad Forces. 


Each Fighter Has His Own Special Power To Add To BEGA’S Fight To Save 
Mankind, Help LUNA AND BEGA Save The Earth And Mankind! 


s 
¥ 


YOU CANT BEAT BEGA’'S BATTLE 
FOK BIGGER BUCKS AND 
BETTER BATTLES 


ENGINEERED BY SONY FORK CONSTANT PLAY BEGA’'S BATTLE IS A GAME, NOT JUST 

sae ; A VISUAL EXPERIENCE 
BEGA’S BATTLE utilizes the only commercial/ 
industrial laser machine in the video game BEGA’S BATTLE offers a lot of game play. With 
market today. It's designed for heavy play Barrier Shields, Teleporting, and 13 different . 
conditions, not just occasional use like some characters to gain points; BEGA’S BATTLE 
consumer technology based machines. offers a game to test player skill not just 
BEGA’S BATTLE gives you reliability for reflex. By combining state-of-the-art, brilliant 
commercial use. laser graphics with time-tested P.C. board 


generated game play characters, BEGA’S 
BATTLE offers not only an exciting visual 
experience, but great game play too. 


BEGA’S BATTLE: THE MINI-MOVIE 
Based on an animated feature length movie, 


BEGA'S BATTLE pulls the player through 
more than 40 different screens. The added 
feature of continuous play inspires 
increased play and higher profits. 


EXCITING CABINET DESIGN 


BEGA'S BATTLE has a new look and a new 
sound. The new cabinet is equipped with 16- 
track stereo sound with multiple speakers, 
offering an extraordinary futuristic audio 
experience. 


DATA EAST USA — A COMPANY TO MEET 
YOUR NEEDS 


Data East USA means quality, experience, 
professionalism, and interchangeability. 
BEGA’s BATTLE combines all the best of 
Data East USA with the reliability of SONY 
technology, with service provided by SONY. 


Data East USA has built its reputation on 
interchangeability, so you can count on 
another new interchangeable laser game in 
January, 1984. Look to Data East USA for all 
your video game needs — for now and in the 
future. 


DATA EAST USA, INC. — 


470 Gianni Street, Santa Clara, CA 95050 U.S.A. 
Telephone: (408) 727-4490 Toll Free: (800) 538-5129 
Telex: 172163 DATA EAST SNTA 

© 1983, DATA EAST USA, INC. —_ ALL RIGHTS RESERVED 


WATCH 


AMERICA’ S LEADER. 


If it’s new and money making, | We maintain the largest 
Kiddie Rides U.S.A. has it inventory of the latest, best 
and has it FIRST. We represent money making rides in the 
the leading U.S. and European marketplace. Our selection is 
ride manufacturers. FIRST with unparalleled in the industry. 
hydraulics, and consistently Immediate delivery on 

FIRST in the Children’s most rides. 

Amusement Industry. 


YOUR 


PROFITS 


y Mini Ferris Wheel 


KIDDIE RIDES USA. 


Best in service. Largest parts 11years inthe Children’s 
inventory in the business Amusement Industry. 
with 8 full time technicians to 
assist you. Call TOLL FREE 
for same day service and parts. 


We are NEVER UNDERSOLD! 
Lowest prices in the country. 
Custom design planning. 


KIDDIE RIDES USA” 


Kiddie Rides USA 
604 Main: Davenport IA 52803 
1-800-553-8000- TOLL FREE 


area games are more likely to deal 
directly with location Owners. 

Brief whistle stop meetings occurred 
in Newark on September 12; in Cleve- 
land, September 14; in Washington, 
D.C., September 15; and in Los Angeles, 
September 20. A few NCMI members 
and state association leaders con- 
vened at the airports in each city, and 
each time NCMI left with an endorse- 
ment of its proposal to decry illicit 
gambling operations by coin-op 
amusement industry fellows. 

Telephone surveys of state associa- 
tion executives who could not attend 
the gatherings revealed that about 
half the nation’s state associations 
have taken a stand against illegally 
operating gray area games, while the 
other half have taken no position on 
the issue. 

The first business of the NCMI Board 
of Directors in producing its anti-gray 
game policy will be to formulate a 
definition of gray area games, accord- 
ing to Beitel, a definition that will 
include limits on the number of free 
plays that can be awarded during the 
course of a single play and on the 
number of coins thatcan be applied to 


a single play. e 


‘PIT BOSS’ 
CONVERTIBLE 
FOR GAMBLING 


Play Meter has learned that Merit 
Industries is providing printed circuit 


boards and memory chips for conver- 
sion of its amusement-only video card 
game, Pit Boss, to a “gray area” 
machine called Player's Choice. 

Two factory direct Merit distributors 
told Play Meter they have been selling 
the conversion; another said he was 
selling both games individually, but 
that they were cased in identical hard- 
ware. 

Player's Choice offers a multiple 
coin acceptance feature, credit 
knock-off circuitry, and software for 
recording the number of credits 
knocked off—all features which make 
the game suitable for gambling. Con- 
sistent with Play Meter’s policy against 
advertising gambling devices, the 
magazine has canceled the Pit Boss 
ad schedule. 

In addition, Merit’s President Peter 
Feuer and his firm face possible pro- 
secution for violation of a contract he 
signed prior to placing Pit Boss ads 
with the magazine. That contract 
establishes, in part, that the games to 
be advertised “contain no circuitry...to 
make them adaptable for...credit- 
controlled payouts.” 

Bob Snow, sales manager for Play- 
More Games Distributing in Ft. Worth, 
Texas, told Play Meter he is selling 
three memory chips supplied by Merit 
which, when installed in place of three 
Pit Boss chips, accomplish the conver- 
sion. Video Enterprises of Norcross, 
Georgia, also said it is selling the chips, 
but only after performing the board 
conversion. Video Enterprises said it 
also sells Player’s Choice printed cir- 
cuit boards in exchange for Pit Boss 


Mike Macke of Digital Controls converts a Merit Industry Pit Boss to acredit poker 
model, Player's Choice, for Play Meter publisher Ralph Lally. 
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BETTER SOUND MEANS 
BETTER BUSINESS... 


and you can favorably affect your 
bottom line by specifying Quam 
when making a loudspeaker 
replacement in your juke boxes, 
video games or background music 
systems. 


For more than 50 years, Quam has 
been a leader in the loudspeaker 
business. With a full line of 
microprocessor-compatible 
replacement speakers—ranging 

in size from the small speakers used 
in many electronic games, to the 8” 
configuration found in most ceiling 
systems, to the 12” and 15” juke box 
models—there's a Quam speaker to 
Suit your application. 


There's also a Quam distributor near 
you, to supply that speaker quickly. 
Call us today for free literature and 
the name of your local source. 


Quam Speakers: 
The Sound Decision 


Quam-Nichols Company 


234 E. Marquette Rd., Chicago, IL 60637 
312/488-5800 
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boards. 

steve Wolf, of the Omaha branch of 
Phillip Moss, said he distributes the 
games as dedicated pieces. 

All three distributors emphasized 
they sell Player’s Choice only to cus- 
tomers in areas where the operation of 
the game is legal. 

Throughout interviews with Play 
Meter, Merit’s Feuer has contended 
the confusion between the two games 


is a result of technological economiz- 
ing. The printed circuit boards for Pit 
Boss are designed similarly to those for 
the company’s credit machines, he 
explained, but Merit does not intend, 
nor has promoted converting one to 
the other. The three chip kits, he 
argued, are made available as acon- 
venience to Merit distributors to 
“demonstrate other games using the 
Pit Boss cabinet.” 


We re-invented 
the ball separator 
od the best 


] 


Me A cs. 
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Not all ball separators are alike. And not all of them are 
reliable. Dynamo engineers re-designed their cue ball separator 
to work with both the special Dynamo 2,” ball and the standard 
over sized ball. Because it operates on the weight differences 
of the balls, no adjustment is ever needed. And Dynamo 
guarantees it for the life of the table. 


The Big D pool table is more than a game. It’s a solid, secure, 


maintenance-free investment. 


Call Dynamo today for the best coin-operated pool table ever 


built. 


Dynamo Corporation 
1805 S. Great Southwest.Parkway 
Grand Prairie, Texas 75051 
(214) 641-4286 1-800-527-6054 Telex: 732432 


The issue was brought to Play Meter’'s 
attention by another video card game 
manufacturer, Mike Macke of Digital 
Controls, producer of the Little Casino, 
also considered an amusement-only 
card game. Macke complained mar- 
keting Pit Boss as an amusement-only 
machine was “unfair.” 

Macke’s claims infuriated Feuer. He 
told Play Meter Macke was guilty of 
the “sleaziest kind of competition” and 
filed an August | suit in the US. District 
Court in Atlanta accusing Macke of “a 
conspiracy with the intention and 
purpose of destroying Merit’s business 
and the sales of its countertop non- 
replay games so as to eliminate com- 
petition in the marketplace.” 

A month later the suit was cancelled 
when the two companies signed a 
“settlement agreement.” The agree- 
ment treated some peripheral aspects 
of the suit, but avoided the question of 
whether Merit distributors were selling 
Pit Boss and Player’s Choice inter- 
changeably. In another part of the 
agreement, the two companies prom- 
ised they would handle any further 
inquiries about their squabbles by 
refusing “additional commentary” 
beyond the joint statement. e 


AMOA SHOW 
WILL OFFER 
LASER SEMINAR 


The Amusement and Music Opera- 
tors Association will include a seminar 
on servicing laser disc videos at the 
AMOA Exposition to be held in New 
Orleans October 27-30. 

On Saturday, October 29, at 9 a.m., 
John Browne, a technical support 
engineer with the Pioneer Corporation, 
maker of laser disc players for 
Cinematronics’ Dragon's Lair and 
several other laser games that will 
debut at the exposition, will present 
“An Overview of Optical Video Disc 
Technology—A Service Perspective.” 

“The session is designed to give 
service technicians some under- 
standing of the theories behind the 
technology,” Browne summarized. 
“We will discuss, in generic terms, how 
the equipment is designed to function 
and offer some considerations for 
those involved in operating and 
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@ Our inventory of over 300 games 
gives you immediate availability 
of the game you want. 


e You get more than just good 
prices. All games carry a 30 day 
warranty on monitor, logic board 
and power supply. 


@ We provide up-to-date 
information on industry trends 
and developments. 


@ Sell us your games for cash. 


The Game Exchange 


1289 Alum Creek Drive, Columbus, Ohio 43209 


IN OHIO 


(614) 258-2933 


CUT OUT AND MAIL TODAY 


Yes, please send me your regular hot line mailings for the best game values in the nation. 


Name 


Buy From the Best 
Used Games and Closeouts 


@ We offer the LOWEST EVERY DAY 
PRICES found anywhere. 


@ Large selection of pins, 
conversion kits and ticket 
dispensing games. 


@ Board, monitor and game repair 
available at reasonable rates. 


e@ FREE freight for 
prepaid orders. 


OUTSIDE OHIO 


800-848-0110 


Hot Line 


Title 


Company 
Address 


City _ _ 
Telephone ( 


Hydraulic 
Army 
Helicopter 


HYDRAULIC ARMY HELICOPTER 


4077th is on the way, once 
again to save the day. 
Camouflaged not to hide, but 
to be known here and wide. 
Lights flashing, engines roaring, 
up in the sky we are soaring. 
Hang on to your hat, 

the AMOA is where it’s at, 
BOOTH #18. 


Newborough’s version of the 
famous Whirly Bird Helicopter 
used on the TV show M*A*S*H 
is flying high. 


Kiddie Rides that are: 
e HAND FINISHED 

e DURABLE 

e BUILT FOR SAFETY 


For more information call your 


LOCAL DISTRIBUTOR 


OR 
R. J. 
Newborough 
& Co., Inc. 


8994 Seminole Blvd., Suite #1 
Seminole, Florida 33542 


(813) 392-1293 


AMOA Show, Oct. 27 — 30 
BOOTH #18 
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maintaining the new equipment.” 

Browne said he will attempt to cram 
about three hours of information intoa 
one-hour session. The class will be 
highly technical, geared to an audi- 
ence with substantial technical acu- 
men. 

“The hardware is really quite com- 
plex,” Browne said. “Understanding 
the entire system can take days. But 
during our presentation at the exposi- 
tion, we will cover, in a three-part 
program, the hardware, the software, 
and how the two work together to 
produce sound and images.” 

Browne sdid his discussion of laser 
disc video players will include a 
description of some of the most 
common service problems associated 
with the technology. He said, to date, 
the most persistent problems with the 
Pioneer unit in Dragon's Lair games 
have resulted from the disc players 
overheating. This is a problem Pioneer 
spokesmen say will be absent from 
Dragon's Lair garnes produced after 


October 10, the date Cinematronics 
will take initial delivery of qa new 
Pioneer player. This is the first such 
player specifically designed for coin- 
op video games. e 


OFFER OF 
CHEAP GAMES 
BURNS BUYERS 


The State of Nevada has convicted 
one man and the FBI isseeking another 
who were partners in a plot to extort 
money from coin game operators 
whose names they found in industry 
trade publications. 

According to the FBI office in Carson 
City, Roland H. Barnett, now serving a 
four-year prison sentence in Nevada, 
told police that he and Glen Lowres 
had at least six operators send 
advance payments on video games to 


Hanson Distributing of Bloomington, Minnesota, has contracted Minnesota North 
Stars hockey player Neal Broten to help in its Chexx ice hockey game pro- 
motions. Broten will appear at Hanson sponsored Chexx tournaments and 
participate in challenge matches with Chexx players. Hanson has also built a 
Chexx racing car which took second place in the sports class at the Brainerd 
International Raceway August 6. 
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CALL TOLL FREE ‘Quality is Our 

800-227-5813 Family Tradition’ 

IN CA 800-227-5814 HOFFMAN &y HOFFMAN 
OR 408-625-5333 CARMEL-BY-THE-SEA CALIFORNIA 93921-0896 


WORLDS LARGEST ASSORTMENT SPARE-PARTS 


over 20.000 | for amusement-and 
different items gambling games 


in we a 
ld oly hs 


-@ 
38. ANY 


~~ S¥ ae OB 


world wide service Sa g 
we ship all orders in less than 48 hours sta - a ING COMPANY BV 
ask for free catalog 250 pages information Re tel: 0031-10 76 63 99 — telex 24392 


Situation 
Control... 


Things that are in today, will 
be out tomorrow. If you 
want to be well informed 
concerning the complete 
world of automats you have 
no other choice but to goto 
Frankfurt! 


5. International amusement 
and vending trade fair 


Messegelande Frankfurt/M. 


19. - 21.1.1984 


oN EW ell 


Information from Fair Management IMA 


HECKMANN GMBH 
Messen ~ Ausstellungen 
Kapelienstr 470-6200 Wiesbaden 
Tet. 06121/524071 ° Telex 4186518 
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a Beverly Hills, California, address and 
then later to the MGM Grand Hotel in 
Las Vegas 

“They never had any games,” FBI 
agent Bob Rodefer said. 

The two men, who adopted several 
aliases—the two operated under the 
moniker Data Trade in California and 
as Kendon & Wilcox in Reno—offered 
their contacts “cheap prices for top 
games, according to a Carson City 
operator. He sent the two $1,100 in 
anticipation of receiving a Bally 
Galaga machine. 

“They would either ask for part of the 
money or all of it up front.” Rodefer 
added. “Whatever they could get.’ 

The scam was uncovered after the 
two failed to make a deal with a New 
York operator. He was tosendadvance 
money to the Grand Hotel, but became 
suspicious when Lowres lowered his 
prices several thousand dollars during 
negotiations over the phone. 

Barnett was found guilty of forgery 
in State District Court in Reno, Nevada. 


October 20-22 

Spanish Amusement Trade Exhibi- 
tion, Congress and Exhibition Palace, 
sun Coast (Torremolinas, Malaga- 
Espana). Sponsored by the Spanish 
Association of Manufacturers and 
Marketing of Amusement and 
Gambling Machines. 


October 27—30 
AMOA Exposition 1983, The River- 
gate, New Orleans, LA, Hilton Hotel, 
headquarters 


November 16—20 
1983 IAAPA Trade Show (linter- 
national Association of Amusement 
Parks and Attractions), The River- 
gate, New Orleans, LA 


November 23—25 
INCOMAT ‘83 (International Coin- 
Operated-Machines-Exhibition and 
Congress) Vienna Congress-Center, 
Oberlaa, Vienna 


December 2—4 
Music Operators of Minnesota State 
Singles 8-Ball Pool Tournament, 
Marshall Inn, Marshall, MN 


THE CALENDAR 


He had previously served a prison 
term in California on the same charges. 
Federal charges of fraud were 
dropped to allow the state of Nevada 
to prosecute its case, Rodefer said. 
The FBI is still trying to locate Lowres. 
None of the money received trom 
operators has been recovered. ° 


1964 


January 19-21 
IMA 84 International Amusement 
and Vending Trade Fair, Hall 4, 
Frankfurt exhibition grounds, 
Germany 


February 3—5 
Music Operators of Minnesota State 
Team 8-Ball Tournament, Mankato, 
MN 


February 17—19 
Amusement Showcase Inter- 
national, trade show and con- 
ference sponsored by the AGMA, 
Chicago's Expo Center. 


February 24—26 
Music Operators of Minnesota 
Annual State Convention, L’Hotel 
Sofitel, Minneapolis, MN 


March 9—14 
Fifth Annual Amusement Operators 
Expo, O'Hare Expo Center, Chicago. 
Industry trade show and seminars 
sponsored by Play Meter magazine 
and Conference Management. 
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t 6 feet 5 inches and about 350 
A pounds, Amold Kaye doesn't 

need to be belligerent to 
command attention—but he is. The 
man has led a parade of Hell's 
Angels down Main Street, chained 
himself to City Hall, and threatened to 
turn his 6-acre facility into a massive 
pornography center, all just to open 
an arcade. 

Kaye's belligerence stems from his 
determination not to be put off by 
politicians. When a permit he was 
granted to open an 86-game arcade 
in Westport, Connecticut, was illegally 
reversed by the town selectmen, he 
was not about to take it passively. 
Instead he spent a year and $250,000 
in legal fees to take on, and beat, City 
Hall. 

“The money was wasted because I 
spent it in court,” Kaye said. “The courts 
don't work.” 

Instead, Kaye said his victory came 
by winning over the support of virtually 
everyone in the community except the 
town selectmen. “The parents became 
our allies,” Kaye explained. “We got 
community support for our facility by 
running a first class, family oriented 
establishment.” 

More like extravagant. The heir to 
the Irving Kaye billiard fortune was $3 
million into Arnie’s Place when he 
staged a gala opening for more than 
1,000 townsfolk. They came away 
from Arnie’s that night in unanimous 
approval of the family entertainment 
center that Kaye had provided 
Westport. 

But town fathers are not to be made 
fools of, so they contrived a “deal” with 
Kaye whereby he could close the 
arcade for 21 days, pay a $3,000 fine, 
and get a new hearing where he 
would be awarded a 65-game 
arcade permit. 

When town officials began to add 
more stipulations to the deal, Kaye told 
reporters of the arrangement. And 
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AMERICA'S MOST BELLIGERENT 
OPERATOR IS A WINNER 


when the selectmen threatened to 
back out of the agreement altogether 
unless Kaye would sign a release 
saying he lied to the press—well, it was 


© Ree 


maddening enough for Kaye to chain 
himself to City Hall. 

Kaye was not victorious until a year 
after he had opened Armie’s Place in 


Kaye's spacious family oriented arcade 
attracted more than 1,000 people to its grand opening. 
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defiance of the town selectmen. On 
August 11, in what is expected to be 
one of the closing chapters in the saga, 
the Westport Planning and Zoning 
Commission awarded Kaye the right 
to legally operate as many video 
games as he wants at Arnie’s Place. 

It is a right Kaye claims he had all 
along. 

“The town violated the law,” Kaye 
explained. “Game rooms were an 
accepted use for this property. They 
tried to pass a law to prohibit game 
rooms after the permit was already 
approved. Seiden (Westport’s mayor) 
knew all along he was wrong, but he 
spent over $100,000 of the town’s 
money just trying to save face.” 

Kaye’s story is being converted into 
a movie produced by Dorothy Cole- 
man who expects Dom DeLuise to 
play Arnie and Don Knotts to portray 


Arnold Kaye has purchased as much contiguous property as he can to the site of the town’s mayor, William Seiden. 


Arnie’s Place with the intention of opening an ice cream parlor, a New York style But Kaye will write the final chapter 
delicatessen, and other stores. They will constitute a massive and beautiful of the story himself if he is again 
recreational facility. “It's the kind of family amusement center needed all across successful, this time with a recall of the 
the country,” Kaye said. election of Mayor Seiden. e 


FORGET EVERYTHING YOU EVER HEARD ABOUT KIDDIE RIDES UNTIL NOW 


AUTOROVO IS NOW AVAILABLE FOR 
U.S. CUSTOMERS 


successful in Europe for 15 years 
now also built in Canada 


hydraulic rides, animals, trains, 
cars etc. all equipped with solid 
state board with proven reliability 
during the years 

save, buy direct from factory in 


cdn. dollars. You don’t pay Canadian 
taxes 


CONTACT US NOW 


for free documentation and find 
out why operators with experience 
appreciate our products 


autorovo canada Itd. 


MANUFACTURERS AND OPERATORS OF COIN- 
OPERATED KIDDIE RIDES 


P.O. Box 668, Orillia, Ont. Canada L3V 6K5 (705) 325-4286 Benny Vos, President 
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meltec 


1550B Las Plumas Ave. 
San Jose, CA 95133 
(408) 923-1302 
TELEX: po 
176 890 GARRET AE ET 20 an PGOON 


BOOM BALL is now playing at: ey 


Celebrity Sports Center: Denver, Colorado 


5 = i : a \ 
Golf-n-Stuff: Phoenix, Arizona; Anaheim, California; . ) ae - 7, 2 7 
Norwalk, California * Castle Park: Riverside, California | sumameanemens 0 suemunmnemmas iilemmaemas 0 eaemmmmmenenn | 
Circus Circus: Las Vegas, Nevada; Reno, Nevada 
Pier 39: San Francisco, California * Yellow Brick Road: breyreniony ca Deviant pertinent Horton perma 


San Diego, California * Manchester Music: Salisbury Beach, 
Massachusetts * Grundy’s: Surfer's Paradise, Australia 
Fernandez’s Fun Factory: Honolulu, Hawaii 


’ 7 ’ : " heog 7 vr ij r 


© 1982, Meltec, Inc. 


At 10:08AM on 
December 9, 1983, 
this man plans to revolutionize 
America’s game industry. 


FREE AT LAST... 


1273 Innsbruck Drive Sunnyvale, CA 94089 408/945-2000 


We spare our readers unimportant advertisers. 
We spare our advertisers unimportant readers. 
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STATE UPDATE 


BY VALERIE COGNEVICH 


Almost every State is besieged with legislative proposals 
to regulate amusement machines. Many times a problem 
in one State or city may be re-enacted in your area, and 
the experiences of other operators may be helpful in your 
fight. Play Meter will regularly feature this column in 
which ordinances and proposals in the various commu- 
nities will be listed as well as state associations’ activities. 


CALIFORNIA: The California Coin 
Machine Association has moved its 
offices. The new address and phone 
number are: 
925 “L” Street, Suite 780 
Sacramento, CA 95814 
916/441-5451 


CONNECTICUT: Killingly—A zon- 
ing problem brought bad news for 
video games in a small town in Con- 
necticut in August. A restaurant 
owner in Killingly, Connecticut, 
installed five video games this summer 
in an empty room normally used to 
store outdoor tables and umbrellas 
during winter months. 

This prompted city officials to 
examine their regulations on video 
games. The only regulation regarding 
video games states they are allowed in 
general commercial zones. The restau- 
rant is in a light commercial zone. So 
the owner was told to remove the 
games. 
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“It’s settled right now,” said Harry 
Arters, the attorney representing the 
restaurant. “But that’s only because 
the restaurant owner is removing the 
games anyway because he needs his 
space to store the tables and umbrellas 
during winter. 

“But,” Arters said, “they just may go 
to the extreme of outlawing video 
games rather than face this type of pro- 
blem again.” 


NEW JERSEY: Hoboken— The Ho- 
boken anti-vice squad went on a ram- 
page in September confiscating all 
unlicensed video games. The first 
games netted were poker video games, 
but the second raid found unlicensed 
games like Pac-Man and Donkey 
Kong. “The~operators of these 
machines are the ones who have not 
responded to notices sent out since 
June,” Sergeant Leo Lugo told The 
Jersey Journal. A city ordinance 
requires a $75 license fee per machine. 


Secaucus—Town officials took in 
profits from installing video games in 
the Swim Center to help pay for the 
paving of its parking lot. The town 
may still have to contribute toward the 
project, but using video game proceeds 
lessens the burden on taxpayers, The 
Jersey Journal reported. 


OHIO: Through diligent efforts, the 
Central Ohio Chapter of the OMAA 
recently convinced the Delaware City 
Council to end a 5 percent gross 
receipts tax enacted in 1952 and 
replace it with a $75 per game fee. 
Chapter Chairman Nick Charie 
appointed a committee to work with 
the Delaware City Council. 


There is still time to join the OMAA/ 
Valley 8-Ball Pool League. For details, 
contact OMAA Pool League Coordi- 
nator Lewie Hageman at 419/782- 
2741. 
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Data East General Manager Robert Lloyd 


conveys the company’s enthusiasm over its 
new laser disc game, Bega’s Battle. 


DATA EAST 
DEBUTS VIDEO DISC 


For Data East, ‘converting’ new technology 
Is a natural 


months since the introduction of 
the laser disc video game, and 
already the game and its technology 
are hailed as the rebirth of videomania. 

Initial earnings reports bring hope 
to the theory that laser disc video 
games can make coin-operation profit- 
able again. Revenues in the Bally’s 
Aladdin’s Castle arcade locations that 
offer Cinematronics’ Dragon’s Lair 
increased 33 percent and customer 
counts were up 30 percent for the first 
week of August over the first week in 
July (before Dragon’s Lair), according 
to a company release. 

The first coin-op video disc game’s 
reception has sent virtually every other 
video game maker scurrying to build a 
disc oriented game and get it to market 
as quickly as possible. 

Some video game producers are 
finding that difficult to do. Coming up 
with a good game is sufficiently tough, 
but restructuring development and 
production to handle a new technology 
base is an even more imposing chal- 
lenge. Data East, however, seems parti- 
cularly well-suited to the change, and 
proposes to bring the next laser game 
to market, Bega’s Battle. 

“We're heavy in R & D and light in 
everything else,” Data East U.S.A. 
General Manager Bob Lloyd said 
from his Santa Clara office. 

Moving into the laser disc era was a 
natural evolution for the Tokyo based 
firm which boasts 75 game developers. 
Laser disc games are, by nature, inter- 
changeable games, and Data East was 
founded on interchangeability. 


| t has been but a few short summer 


Interchangeable laser disc 

“All Data East games are inter- 
changeable, and the same will be true 
of all of our laser disc games,” Lloyd 
said. 
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Predictions for the success of Bega’s 
Battle are based on what company 
officials contend is a full scope of play- 
ing capabilities provided by printed 
circuit board generated action within 


the visual and audio nuances of a Sony 
laser disc player. 

“Data East engineers worked with 
Sony to redefine the player,” Lloyd 
explained. “It is the Cadillac of disc 


Distributors (left to right) Phil Glover (Rowe), Kelly Flynn (J & J), Will Laurie 
(Bally Advance), and Dean McMurdie (Circle International) appear optimistic 
about Data East products introduced at its August distributors’ showing in San Jose. 


Distributors (left to right) John Scavarda (Circle International), Morri Zacher 
(Eastern Music), and Phil Greenberg (Atlas Music) share some thoughts on laser 
disc technology with Data East sales consultant Mark McCleskey at the meeting. 
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players, offering an opportunity for a 
wide range of scenes and superior 
audio, while being far less fragile than 
the Pioneer model (currently in use in 
Dragon's Lair).” 

Bega’s Battle offers 43 different 
scenes, including 25 battle screens. 
There are 17 intervals, rest stops that 
carry the player to new action while 
providing the disc a chance to reset 
itself. The gap in play, to date unavoid- 
able in single disc player games, occurs 
between the intervals and the battle 
scenes. Bega’s Battle does not inter- 
rupt a player during crucial game 
action, Lloyd explained. 

Lloyd is most excited over Bega’s 
sound track, which is produced by a 
Synclavier, which Lloyd calls the “ulti- 
mate” audio synthesizer. It synthesizes 
music, voices, and special effects 
during Bega’s battles. 


Data East’s U.S. market 

As early as 1978, and out of respect 
to what was then transpiring in the 
Japanese coin-op market, Data East 
opened its U.S. office, recognizing 
American market conditions would 
soon demand conversions. 

The Interchangeable System is the 
basis of the Data East product. This 
conversion “starter kit” features a 
complete game, in upright or cocktail 
model, including a microcassette tape 
deck, the heart of the system. The 
Multi-Conversion Kit contains the 
workings of the system and is designed 
for installation into any raster scan 
monitor game. 

The game package, new game soft- 
ware On microcassette tape and com- 
panion materials, converts games 
already fitted with the Interchangeable 
System. The company also offers a 
“straight change,” printed circuit con- 
version for its most popular games to 
date, Burger Time and Bump ‘n Jump. 

Data East likes the future of the con- 
version market and particularly likes 
its position in that market. (According 
to Play Meter’s State of the Industry 
Survey, Data East has a 6 percent 
market share of video conversion pur- 
chases in 1983. For more details, see 
the Nov. I issue, p. 40.) 

“Over the next 18 to 24 months, the 


demand for conversions will increase.” 


Lloyd said, projecting continuing 
growth for convertible products. “In 
fact, as long as raster scan games are 
sold, there will be a need to convert 
them.” 

Data East will compete for the top 
spot in that market because, unlike 
manufacturers with huge production 
facilities and big overheads, Data East 
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is set up to profit more from the devel- 
opment of software than from the pro- 
duction of hardware. 

“We do best by putting our very best 
games into conversions,” Lloyd noted. 


Introduced three games 

Data East premiered Bega’s Battle 
to its distributors during an August 
gathering in San Jose, where about 50 
Data East outlets previewed the laser 
game and two other introductions, 
Pro Soccer and Destiny. 

Pro Soccer, the top rated earner in 
Japan in September, is the “most inter- 


active sports game yet to be produced,” 
according to Lloyd. Destiny, a non- 
video fortune telling machine, is being 
promoted on the basis that it features 
four times the memory of earlier 
machines of its type. 

Data East is properly structured to 
take advantage of the new excitement 
generated by the initial laser disc 
games. The success of Bega’ Battle 
will determine just how much faith the 
nation’s operators will have in Data 
East’s ability to progress from market- 
ing conversion PC board games to 
convertible laser disc games. ® 


The Video Outpost 
ADVANTAGE: 


Put any two video games 
ANY UWHEREYS 


How many profitable locations have you passed up because of security 


risks? How many outdoor locations could be producing profits for you 


right now? The all-steel. weather-repellant. vandal-resistant design of The 


Video Outpost makes nearly all locations possible 


Count your potential new locations tonight and call us tomorrow! 


For more information on the many features of The 
Video Outpost, or the name of the distributor nearest 


you, call: 


ALL-WEATHER AMUSEMENTS 
5 Patricia Lane ® Spring Valley, NY 10977 
914/354-3095 
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A young fan gets involved in an exciting 
game on Williams’ Motorace USA. 


“How many of these did you say I have to 
sell?!” President Bobby Earp (1) and Milton 
Brooks were selling tickets to operators for 
chances to win machines donated by the 
distributors at the show. 


Earl Spencer of Dixie Novelty Co., Hickory, 

North Carolina, helped with the pool tour- 

nament sponsored by the association. The 

first and second place winners out of 50 

participants were Hugh Costello (first) and 
Jim Reaves III (second). 
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FRIENDLY FOLKS...SERIOUS BUSINESS 


North Carolina Operators 
Attend Annual Trade Show 


By Valerie Cognevich 


nyone skeptical about the 
future of pinball machines 
would have had their doubts 


erased if they had attended the North 
Carolina Coin Operators Association 
Convention and Trade Show, Septem- 
ber 8-11 in Winston-Salem, North 
Carolina. 

“Pinballs are doing as good or better 
than some videos,” said J. B. Reaves of 
Jim III. “If it wouldn’t have been for 
flippers, we wouldn’t have survived.” 


“I’m surprised at the number of old 
pins people are putting out on routes,” 
commented Dick Charles, an indepen- 
dent service technician in North Caro- 
lina. “I’ve got more work on pins than 
video right now.” 


The NCCOA show featured pinballs 
along with the latest video offerings. 
Rack ‘em Up by Gottlieb and Goldball 
and Centaur II by Bally filled one end 
of the Brady booth. 


Rowe International had a large 
offering of pins including Joust, the 
two-player table model by Williams. 

Palmetto State Distributing showed 
another product, Williams’ Firepower 
i, 

There were also several new games, 
with some being shown for the first 
time. Taito’s [ce Cold Beer drew posi- 
tive comments from every player. “It 
looks like a game that may not bring 
hundreds of dollars a week, but it’s a 
game I know will see a return on 
investment,” commented one opera- 
tor. 

The game features an upright board 
of holes covered by glass. As a hole 
lights up, the player must slide a rod 
with a ball resting on it up or down 
trying to make the ball fall into the 
lighted hole. 

Video offerings included Mylstar’s 
new laser game, M.A.C.H. 3, which 
drew crowds both days of the show. 
The cockpit game has the player in a 


plane shooting targets. “It’s got to be 
one of the best games I’ve seen,” said 
Milton Brooks of Tankard Music Co. 

“T just wonder whether I'll be able to 
afford one—it looks expensive,” 
another operator said. And this opera- 
tor will have to wait to find out the cost 
because Mylstar hasn’t decided on a 
price yet. “We aren’t sure yet of the 
cost of the game,” offered Mylstar’s 
Jack Hubka. 

Bally had its sequel to last year’s 
Tron called Discs of Tron. Similar toa 
cockpit-type piece, this game has the 
player standing inside the cabinet to 
play. 

Universal unveiled Mr. Do’s Castle. 
Brian Duke, representing Universal, 
said the company is extremely pleased 
with the game. 


No ‘gray area’ 

Pins and videos were obviously in 
evidence at the NCCOA show, but a 
walk around the exhibit floor showed 
the usual myriad of “gray area” games 
was not. “The board of directors met 
and unanimously agreed not to exhibit 
gray area equipment. We got letters 
from the Alcohol Law Enforcement 
(ALE) explaining its position on 
games that were illegal and could be 
confiscated. We went by that and were 
even more selective,” said Bobby Earp, 
president of NCCOA. 

North Carolina and many other 
states work with very loosely defined 
rules pertaining to gray area equip- 
ment. “There are questions about 
whether they are legal,” said NCCOA’s 
lobbyist Sneed High. “Law enforce- 
ment officials are not familiar with the 
internal parts, whether they can be 
used for gambling.” “I don’t see how 
you can make any money on them if 
they don’t pay off,” said one operator. 

Digital Controls and Merit Indus- 
tries, video card game manufacturers 
which produce amusement only 


PLAY METER, November 15, 1983 


BUYER BEWARE 


Kiddie Rides U.S.A., Inc. is the exclusive North American licensee of the 
following kiddie rides, which are all copyrighted and registered. 


SCOUTBALL ¢ RED BARON e HELICOPTER @¢ GALACTICAR 
GOLDRAKE ¢ CRAZYBALL 
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ooneeecseericas 


#501. Infringement of copyright. 
“Anyone who violates any of the exclusive rights of the copyright owner as provided by sections 
106 through 118, or who imports copies into the United States in violation of section 602 is an 
infringer of the copyright.” 


OOUOUUCORDORoCOND 


#503. Impounding and disposition of infringing articles. 
a. “At any time while an action under this title is pending, the court may order the impounding of 
all copies claimed to have been made or used in violation of the copyright owner’s exclusive rights, 
and of all molds, etc., or other articles by means of which such copies may be reproduced.” 


b. “As part of a final decree, the court may order the destruction or other disposition of all copies 
found to have been made and used in violation of the copyright owner’s exclusive rights, and all 
molds, negatives, etc., by means of which such copies may be reproduced.” 


PCC COULCUOULUCUECCGOCCCOGECCOLCLUOLCCLULLCOUULCUUCCOUGC UL UUGLL 


UONNDAUAONDUODDOODADRODOODONEGONAONODNOOOGOSOOONIAROOODODOONOOOODONONDODNONODNORDROROSR RRO DOOODODROSODSDQO DON OUAOOOEOUOUOUOOOOGUOnONe OODOGDONORRORDODDOCEOOONUODC0I0NDNOODSSDNODOSCOSSDOBOR0000005000009000000009000000000000Ns0000N0DSFSONDSONDONSOOOONNRNNDDOORDONOgNONN0N0DNQNaNNG0N0N0NONGQN0Ke01 mm | 


INFRINGERS: 
In addition to civil remedies available to Kiddie Rides U.S.A., Inc., criminal charges will be 
sought against willful infringers and their prosecution will be actively assisted. 


Kiddie Rides U.S.A., Inc., will use all legal means available to immediately halt any manufac- 
ture, distribution, or operation of any rides that infringe on the above copyrights. 


Anyone who purchases such copies is doing so at the risk of forfeiting such rides. 


¥ ‘ail 
~~ 


KIDDIE RIDES USA™ 


ae 604 Main Street 
© 1983 K des U.S.A. 
iddie Rides U.S Davenport, lowa 52803 
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M.A.C.H. 3, Mylstar’s new laser game, 
drew crowds at the show. 
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Steve Walton (r) representing Data East chats with Jon Brady 


of Brady Distributing by Data East’s Pro Bowling. 


machines, exhibited at the show. 


Legislation in 1983 

High also commented on North 
Carolina’s legislative issues during 
1983. “Taxes will always be present 
but we’ve tried to lay low,” High com- 
mented. “When video was such a hot 
item nationally, the General Assembly 
thought it had found a gold mine.” 

Consequently the coin-op industry 
did not escape legislative activity. A 
bill was introduced to levy a $100 per 
machine tax. Then another bill came 
up to levy a$200 per machine tax, with 
a third bill keeping the $200 tax but 
adding a gross receipts tax. “On the 


face of it, it was way out of line,” noted 
High. 

Unfortunately, the person who 
introduced the $200 proposal voiced 
derogatory remarks, accusing industry 
members of being crooks and burying 
money in their backyards. 

When a subcommittee finally got 
the bill, one woman recommended all 
video games be outlawed. 

The House and Senate formulated a 
tax bill which, among other things, 
included video games. In the House, 
the Democratic caucus had bound its 
members to vote for the bill “as is” and 
they did. The Senate had no tax on 
videos compared to a $40 tax in the 


House. After deliberation, $15 per 
machine was agreed on. 

“What has protected us,” High said, 
“is a state law banning towns and 
counties from charging more than the 
state which is $5 per machine. Soif the 
state, town, and county each charge 
$5, the amount would be the $15. 

“The sad part about video games 1s 
that taxes proposed are an emotional 
thing. When people see reports of 
exaggerated earnings, they get the 
impression everyone in the industry Is 
rich so they should be taxed.” 


Lobbyist’s duties 
High has been a part of the NCCOA 


Centaur II and Goldball by Bally and Rack ’em Up by Gottlieb 
were displayed at the Brady Distributing booth. 
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Relax at a show? No way. Actually Mark Struhs (Dynamo) (1) 
and Kenneth Mims of Palmetto State are in a serious 
discussion with a customer. 
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"WASHINGTON, D.C. 


LOWEST CASH PRICES IN THE INDUSTRY 


Call: 

Jack Schleicher, General Manager 
Claudia Wilson, Sales Manager 
Fran Lutterbie, Sales 
Joe Westerhaus, President 


DISTRIBUTING CORP. 


1210 Glendale-Milford Rd. Cincinnati, Ohio 45215 


513/771-4250 


Mr. Green (1) of Green Coin Machine Co. 
listens intently to questions from a customer. 


ide 


Brian Duke (1) of Universal and L. A. Wriston of Brady 
Distributing show off Universal’s new Mr. Do’s Castle. 


for many years, “growing with them” 
he said. He describes himself as the 
association’s quarterback offering it 
advice, contacts, and help with 
strategies. 

How important is it for an associa- 
tion to have a lobbyist? “If you were 
charged with murder, would you hire a 
lawyer?” High responded. Said J. B. 
Reaves, “It’s like insurance; it’s harder 
to get when you need it. Next to its 
bank account, a lobbyist is the most 
valuable asset an association has, if 
he’s a good one.” 

Here are some tips for finding a 
lobbyist for an association: 

|. Find someone familiar with the 


industry, someone with more than a 
passing interest in it. 

2. He must have contacts in the 
General Assembly (or the state’s 
governing body). 

3. Find a lobbist that will keep up 
with all issues. 

An association may not need a 
lobbyist for several years, but when it 
does, it can’t afford to get someone 
with no knowledge of the problems. 

High also pointed out the impor-, 
tance of lobbyists and state association) 
members knowing all the state and 
federal representatives. “Every opera- 
tor should know who his representa- 
tives are even before they are elected. 

a 


Have contact with them while they're 
running for office. That’s part of your 
business.” 

Wes Lawson, AMOA president, 
agrees. “Know your Officials. Stand up 
and be counted,” he said. “When the 
time comes for a favor, they'll know 
you. You'll be surprised how reward- 
ing that will be.” 

In other meeting business, all of 
NCCOA’s officers were re-elected with 
Bobby Earp as president; Jim Smith, 
first vice president and treasurer; 
Knapp Brabble, second vice president; 
Dan Kinlaw, third vice president; 
Jimmy Watkins, secretary; and Milton 
Brooks, sergeant at arms. e 
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Brady Distributing featured Bally’s new video, Discs of Tron. 
It features a unique concept because the player stands 
inside the game. 
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Marsha Young, Taito, poses by Taito’s newest game, Ice Cold 

Beer. The boy playing was so engrossed in the game, he was 

unaware this photo was taken. “Great game,” he commented 
when he finished playing. 


PLAY METER, November 15, 1983 


ve Toe ewer rwe 


errr 
Me ee aa ol Ui ae a ow 


a 
Derren, Somme 40 
pe Bthete,. Peas A 


| 
{ 
| 
| 


’ 


t 


LAS VEGAS 


Imagine a Fantasy week in London... 
chauffered limos .. . charming deluxe hotel 

. movie studio tour ... and spending 
money too! 

Now you can win that fantasy. Take your 
spouse and another couple with you. Or 
you can win one of our other fantasy 
getaways for you and your spouse, com- 
pliments of Mylstar and KRULL, our hot 
new video game. 


PRESENTS 
YOUR 


The consistent earnings that KRULL 
has recorded proves it to be a real winner. 
Now this solid investment can also yield 
one of three Fantasy Vacations for you. 

For each KRULL video game you 
purchase, your name is entered in a 
random drawing for three Fantasy 
Vacations. (Odds for winning will be 
determined by the number of eligible 
purchasers.) All orders must be received 


ST PRIZE 


on or before October 28, 1983. The winners 
will be drawn October 29 at Mylstar’s 
AMOA exhibit in New Orleans. (Winners 
need not be present.) 

Call your Mylstar distributor today and 
learn more about KRULL and winning your 
own Fantasy Vacation. 


e 7 days, 6 nights accommodations for four people in the deluxe Dukes Hotel, 
including round trip air-fare to London, England. 
e Personal tour of Pinewood Studios, just outside of London where “Krull” and 


“Superman” were produced. 
e Dinner and theater tickets. 
e $2,000 spending money. 


e Round trip transportation to the airport. 


ND PRIZE 


Carthbean Erutse 


° 7 days, 6 nights passage for two people aboard the Song of America, including 


first class round trip air-fare to Miami. 


e Visit St. Thomas, Nassau, San Juan, and the Virgin Islands. 
¢ $300 tipping and shore excursion fees paid. 


e $700 spending money. 


RD PRIZE 


e 4 days, 3 nights accommodations for two people at the Riveria Hotel, including 
first class round trip air-fare to Las Vegas. 


e Floorshow tickets. 
e $800 spending money. 


MYLSTAR 


ELECTRONICS 


INC. 


165 West Lake Street, Northlake, Illinois 60164 
Tel (312) 562-7400, Telex 72-8463 
A Columbia Pictures Industries Company 


INTRODUCING THE GLOB 


Magic Conversions showed its 
newest conversion called The Glob at 
the NCCOA. 

The interest was outstanding. Dis- 
tributors learned that the game can be 
used to convert the Defender game 
because of the monitor configuration. 
Magic Conversions intends to go 
through the distributor network in 
selling the kits. 

But what is so special about this 
conversion is that it is an American 


developed and manufactured kit. It 


was shown at the Japanese show, quite 
the reverse of a Japanese kit shown at 
an American show. 

Kevin McIntyre, president of Magic 


McIntyre, center, talks with customers about The Glob. 
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Conversions, told Play Meter he will 
license the game to a Japanese com- 
pany. 

“The advantages of having an 
American developed game are numer- 
ous,” McIntyre explained. “First, the 
diagnostic testing 1s built right into the 
game, whereas the Japanese games do 
not build it in. Second, schematics are 
supplied. Some Japanese boards do 
not come supplied with the sche- 
matics.” 

The Glob is an interchangeable 
system controlled by a series of ROMs 
instead of a cassette. 

Magic Conversions supplies header 
overlays, monitor overlays, front 
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panel overlays, and new _ harnesses 
with its conversion kits. 


“I believe a conversion needs to be 
complete,” McIntyre stressed. “Oper- 
ators will many times make do, but 
they are just hurting themselves. If a 
game doesn’t look good, you will lose 
customers. 


“We areextremely confident that we 
will do very well. The Glob is doing 
extremely well and making money. 
One of our best features is the graph- 
ics,” he noted. 


He also said the company will intro- 
duce two more games at the AMOA 
Show. * 
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Here’s a closeup of The Glob. 


“It's testing extremely well,” Kevin McIntyre said. 
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STATE OF THE INDUSTRY SURVEY 
1983 


PART II 


CONCLUSIONS 


PROJECTIONS 


PLAY METER SURVEY RESULTS 


Poll Tracks Industry Issues, x 


Operators’ Methods of 
Doing Business 


hile disillusioned operators 
retreated from sagging col- 
lections, legislators were just 


warming up for their onslaught of 
legislative problems that plagued the 
industry in 1983. Blinded by visions of 
video riches exaggerated as fact by the 
media, cities and states wanted their 
share. 


In 1982, 39 percent of the nation’s 
Operators said they were hampered by 
restrictions according to Play Meter’s 
annual State of the Industry Survey. 
In 1983, survey findings show the 
number rose to 49 percent. However, 
the most significant change was the 
kind of legislative restrictions. In 1982, 
31 percent of all the complaints were 
zoning restrictions. In 1981 the major 
complaint was the restrictions on the 
number of games. For those two years, 
communities were revamping zoning 
regulations to discourage large 
numbers of games, in particular, 
arcades and game rooms. 


However, this year only 15 percent 
of complaints concerned zoning and 
only 14 percent concerned a limit on 
the number of machines. In 1983, 44 
percent of the complaints involved 
money—excessive license fees (27 
percent) and unfair taxes (17 percent). 
Now that the games were a part of the 
communities, taxing seemed the next 
logical step. 

Other restrictions reported were 
curfew (8 percent), a ban onarcades (7 
percent), age restrictions (6 percent), 
and a ban on some games (5 percent). 


Amount of tax 

Thirty-nine percent of the operators 
responding said they pay a sales tax or 
gross receipts tax. Fifteen percent of 
these operators pay two or more forms 
of taxes. 

Seventy-four percent of those who 
pay sales or gross receipt taxes, 
reported paying such taxes to the 
state in the following ranges: 13 per- 
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1983 
Average Yearly 
License Fees Analysis 


City County 


Videos 

Pool Tables 
Phonographs 
Pinballs 


cent pay 2 percent or less, 52 percent 
pay 3-4 percent, 31 percent pay 5-6 
percent, and 4 percent pay 7 percent 
and more. 

Thirty percent of those who pay 
sales and gross receipt taxes pay a city 
tax. Sixty-five percent pay 2 percent or 
less, 21 percent pay 3-4 percent, and 


Operators Paying Gross 
Receipts or Sales Tax 


15% of those in “Yes” pay 2 or more 
forms (city, State, or county). | 


2% or less 


3-4% 


State 13% 52% 
City 65% 21% 
County 67% . 


1983 
sales Tax/Gross Receipts Tax Analysis 


“Too few responses to compute accurately. 
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about 5 percent each pay the other 
above mentioned categories. 

Eleven percent pay a county tax 
with 67 percent of those paying 2 
percent or less. 


The average yearly license fee for 
video games on the state level is $41, 
on the city level the average is $34, and 
on the county level the average is $26. 

The average yearly license fee for 
pool tables on the state level is $36, on 
the city level is $37, and on the county 
level is $17. 

The average license fees for phono- 
graphs on the state level is $31, on the 
city level is $30, and on the county level 
is $26. 

The average license fee for pinballs 
at the state level is $40, at the city level 
is $35, and at the county level is $16. 


More chose to fight 

It is also significant that with this 
increase in legislative activities 
involving higher taxes, 74 percent of 
the operators chose to fight back, up 
90 percent from 39 percent in 1982 
when zoning problems were the major 
complaint. The success ratio of those 
who fought back rose from 54 percent 
in 1982 to 57 percent in 1983. 


State associations, many times the 
vehicle used to fight legislative 
problems, saw an 8 percent increase in 
membership. One percent of the 
Operators surveyed said they had 
joined the NCMI, the newly formed 
Operator association. Twenty-four 


100% 
100% 


31 


percent of the operators reported 
being members of AMOA, showing 
no apparent gain in membership 
within that association as compared to 
last year when the percentage was the 
same. 


Commission arrangements 

Fighting for their survival did not 
give operators many options. In Play 
Meter’s 1982 survey, taking into 
consideration the diminishing returns 
of video games in 1982, Play Meter 
predicted that operators would move 
to more conservative commission 
splits, either netting 60 percent for 
themselves or continuing on a 50/50 
arrangement with a guaranteed 
minimum, 


This year that prediction became 
reality. In 1981, at the video peak, only 
IS percent of the operators were 
collecting more than 50 percent of 
gross collections from their locations. 
Six percent received less than 50 
percent, leaving 79 percent of the 
Operators maintaining the traditional 
50/50 arrangement. These figures 
remained almost unchanged in 1982. 


Commission 
Arrangements 
Operators’ Share 


50% 


20% 30% 40% 50% 60% 


This year location commission 
arrangements have taken a dramatic 
change for the better. In 1983, 49 
percent of the operators responding 
said they received more than 50 
percent of collections. Seventeen 
percent got less than SO percent, with 
only 34 percent still maintaining the 
traditional 50/50 split. 


Many new operators felt offering 
larger percentages to locations was a 
guaranteed way to secure them. When 
videos were at their peak, an operator 
could still make a profit by giving the 
location a larger commission. How- 
ever, unprepared for the downturn 
that occurred in 1982 and 1983, these 
operators found it difficult, if not 
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impossible, to renegotiate for a larger 
cut. The percentage of those receiving 
less than 50 percent will probably 
decrease again next year as those 
Operators continue to go out of 
business. 


Gray areas 

Another method operators consid- 
ered as a means of survival came in the 
form of “gray area” equipment. Last 
year |! percent of the operators polled 
admitted operating the games. This 
year the number increased by 64 
percent from I1 percent up to 18 
percent. Even more interesting is the 
fact that 64 percent of the operators 
said gray area equipment was operated 
in their areas. 

A shocking revelation in the results 
concerned operators operating gray 
area games in arcades. Close to 4 
percent of the small and medium 
arcade only operators said they 
Operated gray area equipment in 
arcades. Unfortunately, the legislative 
problems associated with these games 
could be significantly magnified if gray 
area games Start appearing in large 
numbers in arcades where the clientele 
is mainly children with parents 
carefully scrutinizing their activities. 


Equipment eliminated 

Although some operators added 
gray area card and casino gambling 
themed games to their routes, other 
types of equipment were eliminated. 
However, only 27 percent of the 
Operators responding said they had 
eliminated at least one type of 
equipment. Seventy-three percent 
said they had not eliminated any type 
of equipment. 

Pinball fared the worst with 39 
percent of those who eliminated 
equipment reporting they deleted 
pinball, 18 percent eliminated foosball, 
[2 percent pool tables, 9 percent 


jukeboxes, and 5 percent air hockey. 
The remaining |7 percent included (in 
order) novelty pieces, card games, 
shuffle bowlers, kiddie rides, Skee- 
Ball, and bumper pool tables. 


Fewer employees 

Operators, in the face of drastically 
declining revenues, looked for ways to 
keep businesses running by cutting 
overhead and cutting back payroll 
costs by laying off employees. In 1982, 
the average operator had six full-time 
employees, and 2.3 part-time em- 
ployees with an average of 149 pieces 
of equipment. This year the employ- 
ment figures were sharply reduced. 
With the average operator operating 
171 pieces of equipment, he had only 
four full-time employees and 2.6 part- 
time employees. This means there was 
only one full-time employee for 42 
pieces of equipment. Full-time employ- 
ment figures for the operating segment 
of the industry were slightly less than 
44,000 compared to more than 70,000 
last year. (These figures do not include 
part-time help.) 

Though drastically cutting full time 
help, the number of part-time workers 
did not increase to any significant 
degree. Last year operators employed 
about 28,000 part-time people; this 
year that total is 29,000. In support of 
the rather startling employment 
figures, 28 percent of the operators 
surveyed said they are employing 
fewer people this year as compared to 
last year. 

Of the nearly 73,000 employees, 
18,400 are technicians, making one of 
every four employees involved in 
service. Using the estimate of 1,876,389 
pieces of equipment on location, this is 
one service technician for every 102 
pieces of equipment. Last year the 
industry employed one service techni- 
cian for every 68 games. 

Although there was a dramatic 
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decrease in employees, 25 percent of 
the operators polled said they are 
using computers in their operations. 
These computers are probably helping 
to cut down on the tedious long hours 
of paper work. This percent will 
probably increase next year as 
operators who survive the shake-out 
make plans to be more efficient and 
professional. 

According to this year’s survey, 
more than 26,500 service calls were 
made each day. Multiplying this figure 
by 312, based on a 6-day work week, 
8,294,832 service calls were made in 
1983. Dividing this number by the 
1,876,389 machines on location, there 
was an average of 4.42 service calls per 
machine, per year. 


Location loans and contracts 

Dwindling profits still did not 
hamper the tradition of advancing 
location loans. Last year 15 percent of 
those surveyed said they made 
location loans, which did not change 
this year. Fifteen percent again 
reported they made location loans. 

Location contracts are used by 44.8 
percent of the operators surveyed. 
Last year the figure was slightly higher 
at 49 percent. Of those who use 
location contracts, 24 percent (or 10 
percent of the operator population) 
said they have a// locations under 
contract, down from 12 percent last 
year. Also 76 percent (or 35 percent of 
the operator population) said they are 
working with contracts in some 
locations compared to 37 percent last 
year. 


Speed-up kits and copies 

In 1982, the issue was debated as to 
whether manufacturers retained the 
copyright on games sold to operators, 
thus prohibiting operators from 
modifying games. Fifty-one percent of 
the operators admitted using speed-up 
or enhancement kits. This year, 62 
percent of the operators said they used 
these kits—up 21 percent from last 
year. There were approximately 7.3 
kits purchased per operator who said 
he uses these devices to extend the 
earnings of his games. 

Though there has been an increase 
in speed-up and enhancement kits, 
Operators have consistently rejected 
unauthorized copied games. In 1983, 
only 15 percent of operators said they 
bought pirated games. This figure has 
not changed since 1981. It indicates 
manufacturers have been successful 
with their copyright litigation. 

Legal speed-up kits and conversion 
kits have helped bring life back to 
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1983 1982 


Accept All 
Trade-Ins 


existing, older games, making it easier 
and less expensive to legally convert a 
game rather than buy an illegal copied 
game. 


Buying equipment 

With nearly 84,000 more games on 
location than in 1982, but 276,000 less 
new game purchases, it is obvious that 
there was significantly more used 
equipment being operated and moved. 
Only 10 percent of the operators said 
their distributor took all trades. Last 
year 12 percent said their distributors 
took all trades. Fifty-seven percent 
said their distributor takes some 
trades. In 1982, 53 percent said their 
distributors accepted some trades. 
Thirty-three percent said their distrib- 
utor took no trades, compared to 35 
percent in 1982. Figures indicate 
distributors saw the plight of opera- 
tors—forced to deal with used 
equipment by themselves—and de- 
cided to accept more games in on a 
trade-in basis. 

With distributors being highly 
selective in trade-ins and more used 
equipment blanketing the market, 
jobbers saw a need to move used 
equipment. However, the Play Meter 
Survey results reveal that only 5 
percent of the operators used jobbers 


Distributor Trade-In Policy Analysis 
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Trade-Ins 


1982 


1983 1982 
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Trade-Ins | 


as their primary source of used game 


purchases. Local distributors were 
cited by 33 percent of the operators as 
the primary source. Twelve percent of 
the operators bought used equipment 
from distributors outside of their 
territory, making a total of 45 percent 
of operators buying used equipment 
from distributors. Other operators 
were reported by 32 percent as the 
primary source of used equipment 
purchases. It should be noted that 
although jobbers as a separate 
category had a low percent of response 
On used equipment purchases, some 
other operators could possibly be 
considered jobbers. 

This year also saw auctions playing 
a significant role in moving used 
equipment by local companies or 
companies formed specifically for 
auctions. Eleven percent of the 
operators took advantage of auctions 
as their primary source for used 
equipment purchases. 

For new game purchases, 64 percent 
of the operators still depend on their 
local distributor as the primary source. 
Twenty-two percent buy new games 
from distributors outside of their 
territory, making a total of 86 percent 
of operators buying new equipment 
from distributors. Other sources drew 
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much less response including only 7 
percent who bought primarily from 
Other operators, 3 percent who 
primarily bought direct from manu- 
facturers, and another 4 percent who 
bought from other sources. 

In considering the purchase of coin- 
op games, 37 percent responded that 
they use Play Meter, 26 percent rely on 
distributor recommendations, 22 
percent depend on earnings reports, 13 
percent use other sources, and 2 
percent use other magazines. 


Operator decline 

Confirming figures in the State of 
the Industry issue Part I (Play Meter, 
November |, 1983) on the operator 
decline, 48 percent of the operators 
said the operator population in their 
area had decreased, compared to only 
I! percent who said the operator 
population had decreased in 1982. 
Twenty-nine percent said the operator 
population had increased in their area 
compared to 81 percent reporting an 
increase in 1982. Twenty-three percent 


said the operator population had 
remained the same in their area. 


Operator outlook 

Though declining revenues, more 
games on location, more legislative 
problems, and fewer operators may 
not indicate a promising future, 12 
percent of the operators polled said 
they are optimistic about the future. 
Twenty-two percent said they feel the 
same as they did last year. However, 66 
percent said they were less optimistic 
about the future. e 


OUTLOOK FOR ’84 


Before the video game boom, the 
industry was generating about $5.7 
billion in annual gross collections. 
Then, during the three-year boom, 
industry collections soared to a record 
level of $8.9 billion. Now the industry 
has returned to its pre-video game 
boom days. 

Annual industry collections for 
1983 are set at $6.4 billion. That means 
the industry has carved out a slightly 
larger share of the amusement dollar 
than it had in the pre-video game 
boom years—but not much. Inflation 
and other economic factors may 
indicate the public has more expen- 
dable cash today than it had four years 
ago. Compare the number of locations 
today and you'll see little change from 
the total number of locations of the 
pre-video game boom years. It’s clear 
that the video game boom didn’t 
actually increase the industry’s share 
of the amusement dollar all that much. 
It will be interesting, however, to track 
operators’ buying and operation 
patterns during the coming months. 

In assessing the future of the indus- 
try, it 1s essential to analyze the past 
performance of the industry’s four 
staples—phonographs, pool tables, 
pinball, and video games. The most 
glaring statistic revealed by this year’s 
survey, in this particular area, is the 
drastic decline in collections from 
video games and pinballs. 

Video games suffered severe set- 
backs, with earnings soaring down- 
ward a whopping 50 percent over the 
past two years. It would be safe to say 
that video game collections have 
bottomed out. However, should the 
manufacturers fail to widen the play 
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appeal gap between home videos and 
coin-op video games, video revenues 
could continue to spiral downward. 


King of the hill since 1980, the video 
game’s status as the industry’s top 
earning staple may well be surrendered 
to the pool table in 1984. Since 1980, 
the pool table has occupied the 
Number Two position in earnings. 
Pool tables have averaged $63.50 in 
weekly gross collections over the past 
four years, while video games barely 
averaged $70 in 1983. 


On the bright side, early indications 
are that the new laser disc games could 
very well send video earnings rebound- 
ing in ’84. Collections on laser disc 
games are hitting record levels. 


On the other hand, frequent 
breakdowns and long downtimes are 
reported on laser disc games, but it is 
too early to determine the extent of 
this particular problem. The _ tech- 
nological jump from solid state to laser 
will be far more difficult than the jump 
from electromechanical to solid state. 

Location life of laser disc games 
must also be considered. While these 
new games are earning at record levels, 
they are also priced at record levels, 
upwards of $5,000. 


If laser disc games are manufactured 
with conversion capabilities, the 
problem of location life would be 
eliminated. If, however, laser disc 
games are not convertible, their 
staggering selling price alone is enough 
to discourage operators from buying 
them despite their income potential. 

Look for pinball machines to make 


a substantial comeback in 1984. 
Blinded by the video boom, the entire 


industry virtually ignored pinballs 
over the past two years. With the 
general public’s present lack of interest 
in the current crop of video games, the 
time is right for the re-emergence of 
pinball. The industry’s top earner in 
‘78 and *79 suffered a 42 percent drop 
in earnings over the last two years. The 
only way pinball can go is up. 

The two most solid staples of 
the industry, the pool table and the 
phonograph, are expected to continue 
to surge along in ’84 with potential for 
a moderate increase in earnings as 
Operators concentrate more on their 
adult locations. ‘The success of music 
videos on cable and network TV could 
very well stimulate interest in video 
phonographs. The earning potential in 
coin-op video music looks extremely 
promising. 


The shakeout is nearly over. While 
there are still considerable numbers of 
operators still hanging on by their 
fingernails, the operator population is 
expected to level off somewhere in the © 
1 1,000—12,000 range. Oversaturation 
in the marketplace is still prevalent, 
and we don’t look for any significant 
increase in the number of games on 
location in 1984. 


The operators who survived the 
shakeout will contribute to an 
expected increase in operator net 
profits in °84. Older and more 
established operators are likely to 
register an increase in net profits in 
1984 by continuing to diversify their 
routes, cutting their operating costs, 
and negotiating more favorable 
commission arrangements with their 
locations. e 


PLAY METER, November 15, 1983 


Seeing is Believing— 
Operators Use Caution 
In Making New Purchases 


( ) hoosing games that will enjoy 
both good player response and 

a long life span is, for many 
Operators, the most difficult yet 
critical aspect of purchasing new 
equipment. What types of equipment 
have been profitable for operators this 
year? According to a Play Meter 
telephone survey of 17 operators 
nationwide, player response to the new 
games varies dramatically from one 
location to another. 

While laser disc games may be top 
earners for arcades in Bremen, Kan- 
sas, and Tumwater, Washington, a 
Southfield, Michigan, operator says 
her “players prefer the old standbys 
like Centipede and Ms. Pac-Man.” 
And although an operator in Tusca- 
loosa, Alabama, claims that he buys 
no novelties because he doesn’t have 
the locations that would pay for them, 
an operator in Lake Geneva, Wiscon- 
sin, explains that darts are “the hottest 
thing for us. They’re the only thing 
taking in any money.” 

So what kinds of equipment will 
Operators buy this year? Many admit 
that they’re no longer able to gamble 
On investments and can’t afford to 
experiment with different types of 
equipment, no matter what earnings 
are reported to be in other areas. 


In Play Meter’s interviews with 
Operators conducted prior to the 
Amusement Operator Exposition in 
March, some appeared optimistic 
about conversion kits and laser disc 
games—both being heralded as the 
innovative technology the industry 
had been waiting for. Still others 
seemed skeptical. (Play Meter, April 
15, p. 90) And that skepticism has led 
many operators to adopt a wait-and- 
see attitude, a cautious approach to 
making any new purchases. 


While operators have not deviated 
much from the types of equipment 
they normally purchase,buying this 
year has decreased, in some cases as 
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much as 50 percent from last year. (See 
Play Meter’s November | State of the 
Industry issue, Part 1, p. 40 for na- 
tional statistics on operators’ buying 
habits.) Sixteen of the 17 operators 
interviewed nationwide assert that 
video games made up most of their 
purchases this year, although they 
bought fewer games. 


Videos 

“We have bought strictly videos this 
year,” Geri Van Ackeren of Video 
Invaders in Papillion, Nebraska, said, 
“because while one of our locations is 
doing quite well, the other is closing.” 
Despite the fact that videos comprised 
the bulk of operator purchases this 
year, Operators, concerned about the 
future of the games, anticipate buying 
even fewer videos next year. 

“The video craze continues to die 
down, and we'll be buying fewer games 
next year,” explained Victor Scola of 
Aquaport Arcade in Ocean City, New 
Jersey. “Videos have dropped off this 
year. We'll be buying less because of 
the way things are going,” Dino 
Donati at Granite State Music Com- 
pany Inc. in Manchester, New Hamp- 
shire, agreed. 

“We've bought considerably less 
this year as far as videos because of 
lack of income, market saturation, and 
lack of interest from players,” said 
James LaVia of Crater Music Com- 
pany in Medford, Oregon. And Louis 
Prell at Prell Sales Company in 
Bremen, Kansas, added that he 
“bought fewer videos this year and 
more conversions.” | 

Operator pessimism about video 
games, however, has led some to find 
an alternative in laser disc games. 


Laser discs 

Half of the operators interviewed 
have bought at least one laser disc 
game and seem pleased by the games’ 
earning power so far. Most claim that 
50-cent play has not been a problem in 


their locations. 

“We've bought three Dragon’s 
Lairs, and they are doing fantastic. I’m 
going to throw all my other junk 
away,” quipped Charles Atchley at 
Jefferson Amusement Company in 
Jefferson City, Tennessee. “Since 
video disc players have come out, 
we're going back to buying videos,” he 
continued. “We haven’t had any 
complaints about the 50-cent play; in 
fact, we’re trying to get all the new 
games On it.” 

“We bought one and will buy more,” 
Carl Coleman of Shenandoah Amuse- 
ment in Roanoke, Virginia, added. 
“That’s where the money is.” 


Joe Phifer of Vend Service Com- 
pany Inc. in Tuscaloosa, Alabama, 
said, “I’ve bought one laser which is 
doing real well, and I’ll be buying more 
of them.” “We’ve bought two laser 
discs and have ordered a dozen more,” 
added Bunny Brockman, Video Vend, 
Tumwater, Washington. “The earn- 
ings have been excellent.” 

Still, price and player acceptance 
have made some operators apprehen- 
sive about purchasing the new discs. 


“We haven’t bought one yet, but are 
interested. We’re looking at all of our 
purchases very carefully right now,” 
Don Davis, of Mississippi Games 
International, Jackson, Mississippi, 
said. “It appears each purchase is a 
tremendous gamble at this point, 
especially one that costs $4,000.” 


“We bought one laser disc which has 
done well for the time it’s been out,” 
James LaVia noted. “Income is high so 
far, but it’s beginning to drop. I’ll be 


' going to the shows to see what the new 


laser discs are like. They'll be good 
playing units if we can get the players,” 
he continued. 

For many operators, player accep- 
tance will be the deciding factor in 
whether they will make initial or addi- 
tional purchases of the laser disc 
games. “I won’t buy a laser right now. 
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Are there going to be any changes 
in your coin-op purchases in 1984? 


. Charles Atchley 
Jefferson Amusement Company 
Jefferson City, Tennessee 


. Earl Barlow 


Weber Music Company 
Ogden, Utah 


. Bunny Brockman 
Video Vend 
Tumwater, Washington 


. Bill Brown 


The Two Bits Company 
Huntington, Indiana 


. Carl Coleman 
Shenandoah Amusement 
Roanoke, Virginia 


. Don Davis 
Mississippi Games International 
Jackson, Mississippi 


10. 


11. 


. Dino Donati 


Granite State Music Co., Inc. 
Manchester, New Hampshire 


. Karen Gababara 


Daily Planet Inc. 
Southfield, Michigan 


. Larry Greenspan 


General Music Company 
Oceanside, California 


Clarence Hagen 
Hawkeye Amusement Company 
Iowa City, lowa 


Walter Hudson 
Gator Games 
Okeechobee, Florida 


12; 


13. 


14. 


ea 


16. 


L7. 


James LaVia 
Crater Music Company 
Medford, Oregon 


Joe Phifer 
Vend Service Company Inc. 
Tuscaloosa, Alabama 


Louis Prell 
Prell Sales Company 
Bremen, Kansas 


Victor Scola 
Aquaport Arcade 
Ocean City, New Jersey 


Kenneth Seaver 
Central Vending Service Inc. 
Lake Geneva, Wisconsin 


Geri Van Ackeren 
Video Invaders 
Papillion, Nebraska 


Ree, 
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THE NEW 
BANDBOX. 
THE PHONO WITH 
A BIG APPETITE 
FOR BIG BILLS. 


It's the only phono in the industry equipped 
with $1 and $5 bill acceptor as standard. And it 
sure does gobble up the green! On-location test 
results show increased income ranging from 21% to 
100% just one week after these bill acceptors were in- 
stalled. Thanks to increased overplay and the greater flex- 
ibility afforded by encouraging more plays with special offers. 
L] With costs increasing every day, the bill acceptor also pro- 
vides inflation protection. So it’s the ideal phono for you to use 
as a door opener for new locations; as protection to keep com- 
petitors out of present locations. LJ Service 
problems are minimized, as well. If the coin 
acceptor fails, the customer can use bills and 
vice versa. And, of course, requests for change 
are minimized. DF Best of all, our new music 
maker is a symphony of stereo sound with star 
quality beauty. Its large lower speakers handle 


Rowe International, Inc. 
Subsidiary of Triangle Industries 
75 Troy Hills Road, Whippany, N.J. 07981. 
(201) 887-0400 


BILL 
ACCEPTOR > 
STANDARD. 


the bass at high efficiency without feedback. Its two 
mid-range high frequency speakers are placed near 
ear level to provide the best projection. And the BandBox’s 
looks visually support its exceptional stereo sound reproduc- 

tion. With Hawaiian Rosewood wood grain vinyl sides, gold up- 
per and lower doors, lower grilles of steel with chrome plated 
medallions, and upper grilles of anodized aluminum. UO Incor- 
porating a central control computer, pricing is easily changed, 
credit levels are expandable, and Autoplay and Memorec are 
built-in. On rare occasions when service is required, it’s sim- 
plified with all front accessibility, trouble shoot- 


® : 
® ing charts, LED readouts and modular 
QROWE components. Of course, our unique 5-year war- 
ranty covers all moving parts and all electronics 


carry a 2-year warranty. LF] Make a play for bigger 
profits! Audition the BandBox today. Contact 
your Rowe distributor or call us directly. 


You need an arcade for those, and we 
have only street locations,” explained 
Dino Donati. 

“We had a Dragon’s Lair for two 
weeks, but it didn’t make nearly what 
we thought it would,” Karen Gababara 
of Daily Planet Inc. in Southfield, 
Michigan, stated. “It caused a lot of 
excitement and people wanted to play 
it, but after they saw the 50-cent play, 
they changed their minds. About 10 of 
our regular players played on it,” she 
commented. 

Louis Prell, however, is not consid- 
ering a laser disc at this point. “There’s 
no way I'll buy one unless I get a 


conversion for one—they’re too high. I 
don’t think 50-cent play would pay for 
the game. Players would back away 
from that like walking away from a 
mule,” he said. 

Other operators are concerned 
about service problems and are hold- 
ing off buying right now. “As soon as 
they get the laser disc problems 
worked out, we’ll certainly be buying 
those,” Walter Hudson of Gator 
Games of Okeechobee, in Okeechobee, 
Florida, noted. 

“It’s becoming a big decision for 
operators,” Larry Greenspan, General 
Music Company, Oceanside, Califor- 


CONVERSION KITS! 


TWO KITS FOR THE PRICE OF ONE 


ONLY $645.00! 


Convert two games for the price of one with 


this great offer! 


Receive one Super Rider Kit, 


which has been on top of the charts, and one 


Espial Kit which is 


headed for thecharts, for 


the low price of only $645.00 !! 


3731 E LaSalle © Phoenix. Arizona 85040 


(800) 528-1442 
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nia, summarized. “I’ve bought six 
Dragon’s Lairs, and they’ve started to 
taper off a little bit. We might have to 
go down to 25-cent play a few months 
down the road, depending on how 
quickly the other laser disc games 
come out. Operators may spend all 
their money on laser discs and start all 
over again until the fad wears off, and 
then they’ll be stuck with half a million 
dollars worth of equipment,” he 
continued. “It’s going to be a difficult 
decision. I’d like to drop 10 percent in 
my buying for this year, but if I decide 
to go with the laser discs, Ill probably 
accelerate 60 percent,” he explained. 


Conversions 

Operators interviewed seemed 
skeptical about conversions and less 
interested in buying additional kits. 
Four of the operators polled have not 
purchased kits so far. 

“We bought some, but I haven’t seen 
one yet that’s any good. We got two 
more in today though that we’re going 
to try,” Louis Prell remarked. 

“I bought one which was mediocre, 
and I don’t want any more,” Don 
Davis added. 

“IT bought only one conversion and it 
didn’t do that well,” Karen Gababara 
echoed. 

Some operators , however, say they 
bought conversions to avoid the costs 
of dedicated video games and are 
satisfied with their performance. 
“Conversions seem for the money 
involved to be pretty fair,” Larry 
Greenspan noted. 

“I’ve bought some kits to convert 
games to upright pokers, and they are 
excellent,” Kenneth Seaver of Central 
Vending Service Inc. in Lake Geneva, 
Wisconsin, added. “Other conversions 
that I bought are also doing well. 
Conversions are a good investment if 
the game is good.” 

“We've bought some conversions 
that have done well,” Bill Brown of 
The Two Bits Company in Hunting- 
ton, Indiana, said. “And we will buy 
more if the games are justified.” 


Card games 

Operators’ opinions varied on 
purchasing card games, and only five 
of those interviewed had bought 
countertop or upright card games this 
year. 

“Our upright pokers are doing very 
well,” said James LaVia, “but I don’t 
anticipate buying any countertops 
because we usually run the uprights.” 

“I bought some countertops, and 
they did OK for the first month or so 
and then dropped off,” Larry Green- 
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span commented. 

“We haven’t bought any countertop 
games; with what we’ve done with 
them, we don’t intend to buy any next 
year either,” Clarence Hagen at 
Hawkeye Amusement Company in 
Iowa City, Iowa, noted. 

“I haven’t bought any countertops 
and don’t intend to unless the law lets 
me go a little farther,” Louis Prell 
added. 

Kenneth Seaver, on the other hand, 
is pleased with the card games’ earning 
power in his locations. “Videos aren’t 
taking in the kind of money the poker 
games are,” he said. 


Non-video equipment 

According to responses from Play 
Meter interviews, the biggest cut in 
operators’ purchases this year was in 
non-video equipment. 

Of the 17 operators polled, three 
bought pool tables, seven purchased 
jukeboxes, and three invested in 
novelty games. Six of the operators 
didn’t buy pinballs at all and two 
bought used games. 

“We only bought one jukebox, and 
we usually buy a lot more,” Earl Bar- 
low of Weber Music Company in 
Ogden, Utah, commented. 

“Pool tables usually make up about 
20 percent of our route, but our buying 
decreased this year,” Kenneth Seaver 
said. 

“We bought three novelties and 
they’re doing great,” Don Davis 
asserted, “but we won’t be buying any 
more. We have all that we need.” 

And, for Kenneth Seaver, “darts 
have been popular north of here for 
two or three years. We have bought 40 
dart games in the last month and a 
half, and they are doing much better 
than videos.” 

“I’m trying to push some more pins. 
Players and locations seem to be more 
accepting to pins now. Now you can 
put pins back in,” Larry Greenspan 
remarked. 

“We will probably buy some pins 
this year because pinball is beginning 
to pick up now,” Carl Coleman agreed. 

Joe Phifer, however, commented, “I 
didn’t buy any pins this year and don’t 
plan to unless the demand warrants it, 
and I haven’t had any demand for 
them so far.” 


Buying for 1984 

While buying has decreased this 
year, most operators polled feel that 
buying for 1984 will be the same as this 
year, or perhaps better, depending on 
the product. 

“We cut back this year because we 
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didn’t know which games were going 
to be popular,” Earl Barlow said. “I 
don’t think we'll be buying too much 
next year because we're a little leery.” 

“Business is not as exciting as it was 
last year, and that will have an effect 
on buying for next year,” Bill Brown 
stated. 

“We bought much less this year. 
We’re going to go back to. buying 
though if we can get the laser disc 
games,” Charles Atchley added. “We 
have the locations for them.” 

“Last year we bought about 47 
pieces, and this year about 23,” Victor 
Scola stated. “For next year, we’ll have 


Elmhurst, IL 60126-1184 


312) 279-9150 
TOLL FREE 1-800-323-6498 


to see what comes out, but we'll be 
looking at laser discs closely.” 

“Buying has increased this year 
because we got some good locations. I 
don’t know if buying will increase next 
year,” Joe Phifer commented. “I don’t 
know what will be available on the 
market, so I don’t know what we'll 
buy.” 

Larry Greenspan admitted that his 
buying “has decreased this year. We 
probably bought about 50 percent less 
than last year. And next year, we may 
buy less because of revenues. I hope we 
can go back to a profit situation next 
year,” he summarized. e 
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For the first time, youngsters can play Skee-Ball with 
ease. And win. Our new compact size makes it a cinch 
for them to roll the easy-to-han- 
dle balls up the shortened alley 
and into the scoring pockets. 
But don't let our new size fool 
you into believing the game is 
just mere child's play. ‘Cause it 
ain't! 
Adults are now finding they 
have to achieve new short-dis- 
tance throwing skills to meet and 
beat their old scores on standard 
Skee-Ball. 
And since our little size can be 
easily accommodated, you'll find 
players of all ages showing up 
practically everywhere. In shop- 
ping mall arcades. Boardwalk arcades. 
Amusement parks. Kiddie Lands. Restau- 
rants. And all types of entertainment facilities. One 


more thing. We've added vivid, splashy colors and exciting 
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(©) Philadelphia Toboggan 


MINI SKEE-BALL 


Scoring big withlittle kids, too! 


new graphics to our display panel, plus a stimulating 
sound series triggered by high-scoring and winning 
balls. All to increase player appeal. 
And that it does. ‘Cause we're scoring 
big with the little kids, too. Try Mini 
Skee-Ball. We may be short on size. But 
we're always big on action. 
e Adjustable height to encourage child 
participation 
e Extruded white solid-rubber ball 
pockets absorb impact and prevent 
balls from bouncing out 
“© Lockable acrylic front panel 
" prevents ball throwing 
and promotes cleanliness 
° 6 or 9 ball play 
¢ Standard coin mechanism 
¢ Red, amber, or blue flasher 
¢ Programmable audio sounds 


Dimensions: 75’x 25%" x 70%" Weight: 265 lb 


Skee-Ball, Inc. 
8th & Maple Sts. * Lansdale, PA 19446 
(215) 362-0300 * Telex 846-072 

PT-124 


TAX 
TIPS 


By Irving L. Blackman 


Review Your 
Retirement Plan 


The Supreme Court has spoken. 
This is the holding: Sex-based annu- 
ities are discriminatory, and the lhia- 
bility for that discrimination rests with 
the employer, not the insurance com- 
pany offering the annuity (Norres v. 
State of Arizona). Fortunately, the 
cost only applies to benefits accruing 
alter July 31,1983. 

It all started in Arizona. The state 
had a voluntary, deferred-compensa- 
tion plan that gave employees the right 
to buy an annuity (or take a lump-sum 
distribution) with the amount in their 
plan account at retirement. If the 
annuity option was selected, women 
got smaller benefits than men for the 
same premium atthe same age because 
the insurance company used by the 
plan based the annuity amount on sex- 
based calculations. The court ruled 
that the annuity amount could not be 
different based on sex alone. Talk 
about an empty victory: The plan has 
been abandoned because of the court’s 
ruling. 

If you have any kind of retirement 
plan—pension, profit sharing, or 
otherwise—this case probably puts 
you in violation after July 31. Ask 
your professional advisor to review 
your plan and recommend appropriate 
changes. e 


Irving L. Blackman and James L. 
Harfield are partners in Blackman, 
Kallick & Company, Ltd. Certified 
Public Accountants, offices in Chicago 
(180 North LaSalle Street, Chicago, 
IL 60601), Miami, and Houston. Irv’s 
firm has established a HOTLINE to 
answer the tax and accounting ques- 
tions of Play Meter readers. Call Jim 
or Jerry Sauve’ at 312/782-3424. 
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Call or 


c/o CORROON & BLACK INSURANCE 
4350 E. Camelback #B250 
Phoenix, Arizona 85018 


602-840-7100 


* Arcade Specialists 

* National A+ Companies 

* Premium Financing Plans 

* Nationwide Claims Offices 
Jon Eisen 


THE ARCADE 


SPECIALISTS 


@ LAYOUT 
@ DESIGN 


@ QUALITY EQUIPMENT 
@ EXPERT COUNSELING 
@ SERVICE 


New York's premier distributorship 
with branch offices in 
Hartford, Connecticut and Baton Rouge, Louisiana 


COIN MACHINE 


DISTRIBUTORS, INC. 


425 Fairview Park Drive @ Elmsford, NY 10523 
914/347-3777 @ 212/538-1285 (NY City) 
516/222-4540 (Long Island) 


TOLL-FREE: 800/431-2112 (in NJ & CT) 


304 Murphy Road 
Hartford, CT 06114 
203/278-6626 


11800-14 Industriaplex Blvd. 
Baton Rouge, LA 70810 
504/291-5050 
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COINWOMAN INTERVIEW 


By Valerie Cognevich 


Sharon Harris, more or less, grew up in the industry. 
Her father, Stan Harris, started Stan Harris & Co. in 1940, 
and it is a successful business. The key personnel of the 
company have been with Stan Harris for many years, and 
Sharon describes the business as a family type operation. 

Sharon went to college in New Jersey, graduating 
with a bachelor’s degree in English and a master’s degree in 
public relations and communications. She taught English 
for five years and moved back to Philadelphia and sold 
educational textbooks for two years. 

Thoughts of entering the coin-op amusement business 
didn’t come until last year when, at her father’s invitation, 
she attended a meeting of the National Coin Machine 
Institute (NCMI) in Atlanta. Wanting to see how big 
business works, she spent two days fascinated that it can be 
besieged with the same problems as everyone else. 

While there, Sharon and her father talked with Bob 
Nims (AMS Distributors in New Orleans), and he 
mentioned that his company had hired an employee to 
handle public relations and it was one of the best things he 
had ever done. So Sharonand her father started discussing 
the idea. With her educational background, she realized 
that she would be perfect for the public relations job with 
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Harris joined her father’s company, Stan Harris & She not only does the PRwork for her alk wales but is 
Co., last year and has been working in public very active in association work. Harvey Fischer, executive 
vice president at Stan Harris & Co.(He’s been with the 
company for 26 years.), is the first vice president and on the 
board of directors of the Pennsylvania Amusement and 
Music Machine Operators Association (PAMMA). 


relations for it as well as for the Pennsylvania 
Amusement & Music Machine Association. 


SHARON HARRIS 


What is your job at Stan Harris & Co.? 

_ Weare the recommended vendor for the Mid-Atlantic 
Division of the Southland Corporation and its 7-Eleven 
stores. About 70 percent of my time is spent working with 
the 7-Eleven management and its stores. We currently have 
195 7-Eleven stores. Our growth has been steady. Out of a 
possibility of 240 stores in our area, we are not too far from 
that figure. The account has become massive. 


How did your company get this account? 

We are also the recommended vendor for Howard 
Johnson’s and Sears in the Mid-Atlantic region, the 
University of Pennsylvania, and Maguire Air Force Base. 
We submitted bids. Southland Corporation wanted just 
one vendor that could handle this area and set up a 
uniform system. It checked references, and we made a 
presentation and got the account. 


What were your goals when coming into this account with 
7-Eleven? 
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I had in mind a more personal touch. Part of my job is 
called “store rides.” I go with a salesman or a field 
representative from store to store and talk to the managers 
and franchisees..I look at what is going on and share ideas 
and information. 


How important is public relations for a company? What 
are the advantages of the personalized service? 

They can identify a face and a body with the company 
and not just the collector. There are times when I have 
walked into a store and IJ identify myself. When they hear 
my last name, they realize there really is a Stan Harris and 
it gives people an identifying factor. When there is a 
problem, they know who to call. 

I think it helps to troubleshoot. If I walk into a store 
and there is a complaint, or if someone calls and says, “get 
the machines out,” or whatever the problem is, I can run 
over there and sit down with the manager and hash things 
out. I also send out a newsletter to all of our 7-Eleven stores 
that we service and also to those we don’t. They find the 
information and tips interesting. I consider it a forum for 
myself as my company’s goodwill ambassador. 

Southland Corporation is very active in the Muscular 
Dystrophy Association, and our company donates 
machines to be raffled off with the proceeds benefiting the 
MDA. We not only feel it is for a worthy cause but also 
good business. 


Stan Harris & Co. is a large operator. Do you think it is 
important for smaller operations to have a public relations 
employee? 

It is good for anyone. I talked with my father the other 
day, and he parallels what I am doing to what he did years 
ago when he was a small operator. He had a particular 
mom and pop location. Since it was his last stop in the 
evening, he would sit down, have bagels and lox with the 
owners, and shoot the breeze. What I am doing is the same 
thing, only more sophisticated. Of course, the operator has 
to be reputable. No amount of public relations will help if 
he isn’t reputable. 


Was personal contact with operators lost when the video 
boom hit? 

Absolutely. What happened was that up until that 
time, and especially here in Philadelphia, there was a 
peaceful situation. Everyone knew everyone else and knew 
there was enough business to go around. No one really 
bothered anyone else. 

Then the press got hold of wildly inflated figures on 
earnings, and people who had no background or training 
or any reason to take on this kind of undertaking saw 
videos as a way to get rich. Stan calls these people the “90 
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© Video games have beensomething that 


kids can do to better their self-image.® 


day wonders.” They undercut those who had been in the 
business. There was a panic in the streets. We found there 
was more demand from customers. Before, they had relied 
on the operators for advise but were now listening to 
people making offers that were many times very short 
term. 


Are the 90 day wonders out of business now? 

We believe the industry is experiencing a shakeout, 
and it should last another year or year and a half. It will be 
the survival of the fittest. We need to take a more 
professional approach in the way of associations, 
legislative meetings, and things like that. We get calls from 
people who want to sell out because they can’t keep up with 
their routes. The IOUs are starting to fall due, and the 
revenue is just not there. The press has especially noted the 
arcades that have gone out of business. 


What about the media—has it helped or hurt the industry? 

It has probably hurt more than helped. Even now 
when I tell someone what I do, from the manager of my 
health club to the parking attendant at my apartment 
building, they say they want to get into the arcade business. 
They have just as much right and training to get into it as I 
do becoming an astronaut. But the industry has been so 
publicized with exaggerated earning potential that people 
think they can make big bucks with little effort. 


Did exaggerated media exposure lead to the legislative 
attention the industry is besieged with? 

Very possibly. The same people that say to me, “You 
must be doing so well and the money must be pouring in,” 
are the same people that are on the township committee, 
are married to a township committee person, or live next 
door to one. If you come into contact with 10 people, about 
six will say something like that. The law of averages shows 
you that these are the ones who are running local 
government. 


It sounds like the facts about the industry are not known by 
these people. 

In our area, I know I have personally been to many 
township meetings. We have spent hours presenting 
figures and details about the business. I spent three hours 
with one township that had planned to charge operators 
$500 per machine. Then once they heard my story (and 
there was another operator on the other end of the 
spectrum since he was a small operator), they wanted only 
to know why we bothered staying in the business! Then the 
tax finally ended up at $75. We reached out and managed 


through education to lower the tax. 
(continued) 
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How was PAMMA formed? 

Actually the PAMMA was formed as the result of a 
tax that had been proposed statewide. House bill 2206 was 
going to levy a tax of $100 per machine. People throughout 
Pennsylvania gathered and decided to divide the state into 
eight regions. We hold regional meetings and have met 
with some of the governor’s people. 

Our legislative agent is Ernie Kline who is a former 
lieutenant governor. We actually canvassed the capitol 
building—going from office to office meeting with 
particular representatives who were receptive to Ernie 
Kline and managed to get our story heard and 
consequently got the House bill defeated. 

When they had a proposed gross receipts tax, we 
again tried to get our side of the story told and managed to 
get it knocked down. So we have done a lot of canvassing, 
not just to get what we want, but to eliminate what we don’t 
want. 

I have testified before the Philadelphia City Council 
for some issues that were brought up. A tax bill came up 
including games with other things. Everyone got together 
and went to the City Council, and I testified on behalf of 
the video game people explaining that the tax was 
ridiculous and self-defeating. Operators would move out 
of the city limits. 


So when was PAMMA formed? 

Meetings had been held discussing the formal 
organizing of the association, but it wasn’t official until 
June 1982. 


Since you are discussing your work in the association, 
could you sum up the most important things an association 
can do? 

It works on behalf of its members in the total best 
interest. Also it should be a communications network. If 
something is going on in another part of the state, all 
members should be informed. If it 1s something positive, 
we can all learn from it and maybe use it in our own areas. 
The association should also be a lobbying power. A 
communications network and a legislative body is what an 
association should be. 

It should also have a PAC (Political Action 
Committee) fund. We run educational seminars. We held 
an expo with 300 people attending. We hold fundraising 
dinners, and winners have been dedicated enough to 
donate the prizes back to the cause. 


What would you tell an operator who says he doesn’t join 
the associaton because it is not doing anything for him? 

I have heard that before. I’ve heard “Gee I’m Just a 
small guy, a one-man show.” And I’m tempted to say, “Do 
you ever wonder why people stay small?” Or they will say, 
“Haven't you ever taken a free ride on someone, Sharon?” 

I try to explain that even though a large operator has 
more to lose in dollars and property, proportionately, if he 
is asmall operator, he has everything to lose just like we do. 
The size is not important; it’s the final goal. This week we 
are having a Coin-Op Amusement Week trying to recruit 
new members. 

I believe operators realize that we are a force. I heard 
that in February, when the 6 percent extension tax was 
going to be tacked on, the amusement people were the only 
ones to get their category out of the total package. We were 
a factor to be reckoned with. We are not intent on just 
showing up whentrouble hits, but we'll be there all the time 
in One way or another. 
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Are PAC funds important to an association? 

Oh sure. We can have a forum to get our opinions 
expressed. We want to get our story across so we are not 
living in shadows. Hiding your head in the sand does not 
work. Occasionally we get calls from the media, and we 
invite them (with caution) to ask what they want to know. 
We try not to offer a “no comment” to the media. 


It sounds like it would be to an operator’s advantage to be 
in a state association. He would know the operators in his 
area and state. 

Yes it is. We are sometimes at meetings, and the 
conversation turns to games. One operator may say that he 
is thinking about buying a particular game, and another 
Operator may express his views on his own experience with 
that game. There is a network with the association. 


What are some questions posed by the local media? 

Because some games are inner city vs. rural areas, we 
get asked a lot of times if we think the video games are a 
factor in truancy—children not being educated properly. 
We had a zoning problem with a location across from a 
school which is a tough area. The school administrator 
wanted nothing instead of having games. Or there could be 
a store but no games. 

They ask if we think games can be addictive. No we 
don't. Our feeling is that we are offering an inexpensive 
form of entertainment. There are no membership fees, no 
equipment anyone has to buy—it’s just another form of 
having fun. 


Do you feel people overreact to video games? 

Yes, many times they do. The McNeil-Lehrer report 
with Ronnie Lamm and Rabbi Stephen Fink is an 
example. The rabbi used his title to run a big article 
(writing about the zombie-like effects he suffered from 
playing his video) in the Philadelphia Inquirer that you or I 
could not have gotten an article into. Basically, he was 
saying that he had to put his machine away for a year 
because he could not function.He did not realize at the 
time that some of the more prominent operators in the city 
were members of his congregation. He was an associate 
rabbi of a large, well-to-do congregation. The operators in 
the congregation were absolutely livid. I think he has been 
relieved of his duties. 

Being local, his piece in the paper did a little damage 
for a short time. Sometimes parents can overreact just as 
the rabbi did. 

I always laugh when I hear this insane sentence 
uttered by parents, “We do not want adult book stores or 
video games in our neighborhood.” I am not hustling porn, 
but I see absolutely no relationship between the two. 


What type of youths play video games and where? Why are 
the games important to youths? 

In my case, the 7-Eleven Store is the mom and pop 
location of the ’80s. A profile of the typical 7-Eleven player 
is a boy in early adolescence. The arcade player is about 17 
or 18, and the key factor seems to be the socialization. The 
18-year-old likes the arcade because the girls are there but 
younger ones could care less. 

An argument I have used is, “What do you do with the 
boy or girl who is not the A student, sports oriented, the 
artist, or beauty queen?” If this boy or girl can playa video 
game, it can give him or her a feeling of self-worth. Since | 
was a teacher I realize that every boy or girl needs 
something about himself that makes him smile. Video 
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games have been something that kids can do to better their 
self-image. 


But parents complain that kids skip school to play video 
games. 

What did Huck Finn do a hundred years ago? He 
skipped school and went fishing! Whena child walks out of 
school, he walks out of school. It doesn’t matter where he 
goes. He is taking the responsibility of cutting class, and 
that is the bottom line. It doesn’t matter what is going on. 


I’m sure that we all found things to do to cut class that 
didn’t involve video games! 

I tried to convince my parents one time when I got 
caught that I was on my way to the Philadelphia Art 
Museum! But it was really true! And it makes me realize 
that it doesn’t matter what the student is planning. He is 
taking the responsibility for his own actions. I think a lot of 
parents should realize that. A person (and that includes 
school children) has to have some sort of discipline over 
himself. 


Do parents like to have something to blame their kid’s 
behavior on? 

Sure they do. It’s like all the years I was teaching. No 
one’s child ever did anything wrong. It was always the 
teacher who just didn’t understand. Parents are often blind 
when it comes to the faults of their children, and there will 
always be someone or something to blame. 


Your father has been in the business a long time and you 
grew up hearing about it. What were your early impressions 
of the industry? 

I never had any negative feelings about the industry. I 
never had any reason to believe anything unscrupulous 
was going on. We would sit around watching the old 
“Untouchables” series. There always seemed to be a guy 
called something like Big Louie, the pinball king. He 
always had a big cigar and two blondes on his arm. He was 
portrayed to be a sleazy character. The only similarity to 
Big Lquie and my father was the cigar! 

I found that when I started dating and would explain 
what my family did, they would say, “Gee, are they 
gangsters?” Feeling it was such an absurd statement, | 
would come back with something like, “I don’t know but 
let’s just say it doesn’t pay to upset me!” I had the attitude 
that if someone was so ridiculous to ask, | wanted to come 
back with some kind of spunky answer. 


What about the bad image that has plagued the industry? 

I think some people still have a problem with it. 
Sometimes old feelings are hard to get rid of. That’s 
another reason why I feel like the public relations aspect is 
so important. No one expects me to come into his store. It 
is a male oriented industry. Though I have very strong 
support and guidance, I am out there on my own, 
representing my company or PAMMA. I am frequently 
required to make on-the-spot decisions. 

Another subject dealing with image is that we do not 
call our game rooms “arcades.” We are fighting a bad 
image, and the name makes a big difference in reactions to 
the establishment. We have not called our game rooms 
arcades for ages. We are very careful about that. We use 
terms like “game room” or “family fun centers.” 


Have you found any problems being a woman in a 
predominantly male oriented industry? 
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I have not had any professional problems. I think 
people realize that when I go out to a store and I say I have 
a very obvious interest in my company and want it to have 
a profitable future, people have been very receptive. 

As far as the attention of being one of the few women, 
that’s no problem at all! 

It is very positive for the image of the industry with 
more women getting into it. Like women in the sales force, 
women tend to soften up what is sometimes known as the 
hard line. 


What are some of the most serious problems operators are 
facing? 

Legislation is a major problem. I don’t think we will 
ever see the elimination of taxing and licensing. It’s here to 
stay. What we would like to see is something livable. 

Operators who came into the business with no real 
intention of doing things right brought problems for all of 
us. They skipped out in the middle of the night, did not 
keep promises, and were not as reputable. We now have to 
work harder to fight the bad feelings these people raised 
against the industry as a whole. 

Another problem is getting good quality games— 
having fewer but better. There is a certain line of machines 
that we just don’t buy. When I explained this to a location 
and he said, “What does that matter? You should offer 
your customers everything.” Then I posed a question to 
him. He owned a grocery store so I asked him, “If you 
knew that Brand X bread went stale the very next day and 
someone asked for it, would you buy it just to be able to say 
you were offering your customers everything? Would you 
stock your shelves with something you knew was not up to 
your standards?” It’s the same point. We are not going to 
stock our warehouse with products we do not feel are 
quality machines. 


Do you have a system or method for deciding what to buy? 

We will test something for 4 to 6 weeks. We put the 
games against our top earning machines. If they start going 
sour within that period, we will move them one time to see 
how they hold up. If in two out of two tries they bomb out, 
we don’t buy them. If they do well against the top earners, 


we buy them. 

We don’t look at the advertisements, and put very 
little stock in polls because of the variables. A machine that 
does well in one spot may not do well four blocks down the 
street. We try to do our testing on a professional level. 

Another thing you have to do is get on the phone and 
talk with other operators. It can be beneficial knowing 
what the experience has been on a game. 


Can the communication network between manufacturers 
and operators be re-established? 

I think it can. Our feeling is that the manufacturers 
must be aware of what their customers want. At the June 
NCMI seminar in Orlando, Florida, Bob Mullane of Bally 
pledged to test-market more thoroughly. I assume he was 
responding to things that he had heard. 

- | think there have been some meetings, and there 
should be a continuation of meetings between the 
manufacturers and the operators. They should meet every 
so often in various locations. The manufacturers could 
find out what they could do to help the operators. 

We would be more than happy to communicate with 
the manufacturers if we were assured that they would 
listen. 


Do you think laser disc games will be positive for the 
industry? 

We have put out a policy letter, and I can only 
comment on our philosophy. I know everyone is running 
out and buying lasers right now. But I wonder, and hope 
I’m wrong, but it’s almost like you are a _ passive 
participant. There is a story and you jump in instead of 
controlling the story. It is like seeing a movie. A piece of 
your emotion gets into the story line. But, how many times 
can you watch the same movie? 

I hope it doesn’t get more subjective than it is in the 
current video games. 

But, there is not enough data out right now for us to 
make a major commitment. We are going to wait and see 
what happens and see what is at the AMOA show in 
October. We will need more feedback before we buy any 
laser disc games. 
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Will the cost of laser discs be prohibitive for many 
operators? 

I] think there will be limited financing available. This, 
combined with the high cost of the games, will prevent 
many operators from jumping into laser games. This time, 
I hope the press reports more realistic earnings. 


What is your feeling on commission splits? 

We have been on the traditional 50/50 split. But some 
operators have tried to go on a 40/60 program in the 
location’s favor. I feel that for them to do that, they are 
cutting back on other things, many times service. 

This is another part of my public relations job. When | 
go into a location that has been on that 40/60 split, | 
explain to the merchant that we have a large service 
department and don’t have to wait for parts. I sell a 
package—not just a machine. I will ask that merchant to 
compare the overall deal, not just the short term money. Is 
he getting the same quality service, support, legislative 
movement, etc.? These things are part of our package. 


How have home videos affected the coin-op industry? 

When weighing the pros against the cons, there are 
more negative aspects than positive. When Winds of War 
was on TV, Atari was one of the sponsors. The Amusement 
Machine Association of Philadelphia sent it a telegram 
asking why it only advertised the home games and did 
nothing on coin-ops? Street operators are a very 
prominent factor in Atari’s overall business. It replied that 
the two segments of the company worked as separate 
entities. 

We were very delighted that Atari would sponsor 
something like that, but we felt it could have devoted some 
time to coin-op. 


Isn’t Stan Harris & Co. very positive about pinball 
machines? 

They are our great love. A good full-service street 
operation should have good music, good pool tables, and 
cigarette machines. They may not be quick, fast money like 
the hot video game of the week. But they are good steady 
earners and a 52-week thing. They just keep on going. They 
have a longer life span than most video games. Our 
cigarette machines last about 10 years. The jukeboxes last 
about 10. Pool tables are pretty indefinite because we have 
our own people to re-cover and do carpentry work. 

We did a study in our office and find that we have 
pinballs next to videos in about 35 percent of our locations. 
The pinballs account for 45 percent of our game dollars, 
and in one-third of the cases they are outearning videos. 


How do you account for the success you have had with 
your pins? 

Marketing is very important. This section of the city is 
a white/ blue collar community. “Rocky” was filmed here, 
and the Rocky pinball is doing great. You have todo some 
research to find out what does well where. My father 
started out in 1940 with one pinball machine he placed ina 
barber shop. Stan Harris, with his $5 game and a $30 car, 
became a pinball operator. And since then pinball has 
always been the first love here. 

Last summer when we renovated our offices, we put in 
one of the best electronics shops anywhere. 

I’ve seen kids yo up to a pinball and say, “Gee, this is 
neat. When did this come around?” It’s something new to 
them. There are other marketing techniques we use. When 
kids are exposed to them, we like to stress how fun they 
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really are. 


What do you think is the secret of a successful pinball 
operator? 

You had asked me before about growing up and how I 
felt about it. Before I began working here, I never realized 
that Stan Harris, besides being my father, 1s very well- 
known as a pinball operator. I have heard comments from 
people about how successful he is in operating pinballs. 

He would say the success is in percentages of replays. 
He has accumulated lots of little tricks of the trade. There 
is no pattern on pinball, every ball is equal skill. 

If the operators would have promoted their pinballs 
along with their videos, pinball would not have been as 
overlooked. We always suggest to those remodeling their 
game rooms to allow room for pinballs. It all goes back to 
marketing. We have to express our enthusiasm about 
pinballs to the locations. Let them know we believe in these 
flipper games. 


You are involved in the NCMI. Could you tell us a little 
about it? 

The NCMI was formed to be a clearinghouse of 
information. It has established a national network of state 
associations so a state association can learn of the 
successes and/or failures of another state association. 
NCMI also emphasizes public relations in the industry. 
NCMI provides legal information, educational seminars, 
and things of that nature. 


Are trade shows important? Why? 

They are extremely important to the industry but not 
exclusively for the exhibits. It is nice to see the machines, 
but they are not the most important feature. You get to 
make a lot of contacts. The seminars are very beneficial to 
the operators. I read in Play Meter about how North 
Carolina had handled some legislative problems. I called 
Bobby Earp (the president of the North Carolina 
association), and he sent me some material and explained 
to me about how they had accomplished being successful. 
The shows are important in this same aspect. You can hear 
what is going on in all parts of the country, many times 
being able to utilize the same tactics. s 
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Stan Harris (seated) is pictured with longtime 
employee Harvey Fischer and Sharon. 


PLAY METER, November 15, 1983 
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Bill 
Kurtz 


OUR ‘CADES 


‘Filler’ Games 
Can Have a Function 


In the last few months, operators 
haven’t had a whole lot of hit games to 
boost their revenues. 

Oh, Pole Position is still going 
strong, and Dragon’s Lair is a top 
earner, but for every one of these 
strong games, there are 10 “dog” games 
whose cash boxes are consistently 
empty week after week. 

But should you fill your arcade with 
only hit games and avoid anything that 
makes less than $30 per week? At least 
One industry insider says no. 

Joe Camarota of Alpha Omega 
Amusements said a good strategy for 
arcades is to operate about 10 to 20 
percent hit games, 10 to 20 percent dog 
games, and about 60 percent “filler” 
games—machines which will return 
your investment over a long period of 
time. 

According to Camarota, a hit game 
is one that doesn’t take quarters away Because of the race car tie-in, sit-down driving games 
from the other machines in the arcade have a longer life span at Malibu Grand Prix. 
but increases your total revenue by 
attracting players who normally 
wouldn't have stopped in. On the other 
hand, a filler is a consistent (though 
lower) earner over the long run, a 
game that doesn’t cost you a lot of 
money but will return what you paid 
for it. 

“A lot of people in the industry are 
taking a ‘sit back and wait’ attitude, 
and waiting for games to close out 
before they buy them,” Camarota said. 
“Many of these moderate-earning 
pieces, games on closeout that you 
would not have normally bought when 
they first came out, can be considered 
fillers.” 


Return on investment 

Camarota cited Food Fight as an 
example of a good filler piece. With 
this game now selling at closeout 
prices (about $1,000), most operators Vectorbeam’s Speed Freak and Midway's Blue Shark can make an operator 
who buy the machine now will get a small but steady income since they are already paid for. 
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THE AMUSEMENT 
OPERATOR’S CHOICE! 


It's “Back to the Basics” with the 5th Annual 
Amusement Operators Expo! Our intensive three- 
day event designed specifically for today’s pro- 
gressive operator — will focus on how to survive in 
today’s saturated market. More new seminars! 
More exhibits! Exciting Soecial Events! 


Night has fallen on “the sunshine operators” (i.e. 
those entrepreneurs who got into the coin-op busi- 
ness thinking video games held the key to “quick 
riches’). At last, the industry is returning to the 
hands of the professional amusement machine 
business person. But video game saturation has 
created new pitfalls for today’s operators. 


And AOE is meeting that challenge by offering 
new “nuts-and-bolts’’ seminars in such areas as 
employee management, new equipment pur- 
chasing, cigarette merchandising, jukebox opera- 
tions — as well as the cream of the seminar 
package, nationally recognized speakers! 


The operator who is going to profit in ‘84 will have 

to be able to 

¢ analyze accurately his real profit centers 

e manage employees 

¢ employ innovative marketing techniques 

e work with the ins and outs of buying and selling 
operations in a cut-throat market 

e protect himself by knowing how to secure 
location contracts 

¢ handle local legislative matters such as licensing 
and zoning problems 

e evaluate precisely what are his new equioment 
needs. 

These are the things that are going to sep- 

arate the survivors from the casualties. 


Learn to assess the present state of the industry 
Evaluate where the industry is, why it is there, and 
where it is headed. All this and more at AOE ‘84 !!! 


EXHIBIT HALL 


600 booths — the largest Exhibit Hall in the Industry 
— will be jam-packed with the latest games, ac- 
cessories, equipment, services and supplies. Look 


A-4 ASH TRAY COMPANY 

ABC WAREHOUSE — HAPPY SIGN DIVISION 
AIR-VEND, INC. 

ALTER ENTERPRISES, INC. 

AMERICAN LOCK COMPANY 
AMUSEMENT EMPORIUM, INC. 
AMUSEMENT TECHNOLOGY, INC. 
ARACHNID, INC. 


AUTO ROVO/CANADA LTD. 

AUTOMATED PRODUCTION EQUIPMENT CORPORATION 
BALLY MIDWAY MANUFACTURING COMPANY 
BHUZAC INTERNATIONAL TRADING COMPANY 
BOB’S SPACE RACERS, INC. 

BRANDT, INC. 

BUSINESS BUILDERS PROMO & MARKETING SERVICES 
CAROUSEL INTERNATIONAL CORPORATION 
CENTURI, INC. 

CHICAGO LOCK COMPANY 

CINEMATRONICS, INC. 

COIN ACCEPTORS, INC. 

COIN CONTROLS, INC. 

CONVERTIBLE VIDEO SYSTEMS LTD. 

DATA EAST, INC. 

DESTRON, INC. 

DON TAYLOR SALES 

DYNAMO CORPORATION 

EASTERN MICRO ELECTRONICS 

ELECTRO SPORT, INC. 


DON'T DELAY ... to become a priority attendee or 
exhibitor, return the coupon today — we'll rush you 
the information before the general mailings! 


AOE '84 


Conference Management Corporation 


17 Washington Street, RO. Box 4990 
Norwalk, CT. 06856 203 852-0500 


(J lam interested in Attending 
LJ lam interested in Exhibiting 


_] Please keep me posted on new 
AOE developments 


March 9-11, 1984 
O'Hare Expo Center 


for more new manufacturers, more new product in- 


include: 
ENTER-TECH 
ENTERTAINMENT ENTERPRISES, LTD. 
EXIDY, INC, 


GAME CONNECTION INTERNATIONAL 
GAME PLAN, INC. 

GAMETECNIKS DIVISION 

GOLD MEDAL PRODUCTS COMPANY 
GREEN DUCK CORPORATION 

GREYHOUND ELECTRONICS, INC. 

HOUSE OF CARDS, INC. 

IMPERIAL INTERNATIONAL 

INNOVATIVE CONCEPTS IN ENTERTAINMENT 
INTREPID MARKETING, INC. 

KIDDIE RIDES USA 

KONAMI, INC. 

KURZ-KASCH ELECTRONICS 
LOEWEN-AMERICA, INC. 

M. KRAMER MANUFACTURING 

MARANTZ PIANO COMPANY, INC. 

MARS ELECTRONICS, MONEY SYSTEMS DIVISION 
MELLEC, INC. 

MERIT INDUSTRIES, INC. 

MIRACLE RECREATION EQUIPMENT COMPANY 
MOVIE HUT, INC./WRIGHT GROUP 

MYLSTAR ELECTRONICS, INC. 

NATIONAL TICKET COMPANY 

NICHIBUTSU USA CORPORATION 
NINTENDO OF AMERICA 

NOMAC LID. 


Corporation 


NAME 
COMPANY 
ADDRESS 
CITY 


PHONE ( 
AREA CODE 


troductions, more up-to-date information. The Ex- 
hibit Hall is expected to be a sell-out! Exhibitors 


NORTH AMERICAN AMUSEMENT 

OMACO ENTERPRISES, INC. 

PENN-RAY SUTRA CORPORATION 
PRODUCTS INTERNATIONAL 

ROGER WILLIAMS MINT 

ROWE INTERNATIONAL 

SALLY ANIMATION, INC. 

SCAN COIN, INC. 

SKEE-BALL, INC. 

SNK ELECTRICS 

STANDARD CHANGE-MAKERS, INC. 

SUPER BALL, INC. 

TAITO AMERICA CORPORATION 

TECH VEND MARKETING 

THE GAME EXCHANGE,, INC. 

THE NORTON COMPANY, INC. 

THE ROBOT FACTORY 

THE VALLEY COMPANY 

TOMMY LIFT GATE MANUFACTURING COMPANY 
U.S. BILLIARDS, INC. 

VAN BROOK OF LEXINGTON, INC. 
VENDING INTERNATIONAL CORPORATION 
VENTURE LINE, INC. 

VIDEO MUSIC INTERNATIONAL, INC. 
WELLS GARDNER ELECTRONICS CORPORATION 
WICO CORPORATION 

WILDCAT CHEMICAL COMPANY 
WILLIAMS ELECTRONICS, INC. 


Sponsored by Play Mefer Magazine 
Managed by Conference Management 
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STATE ZIP 


PM 11/15 


THE SOUTH’S REPAIR CENTER 


FOR VIDEO GAMES, PINBALLS & MONITORS 


24 HOUR TURNAROUND~ + 90 DAY WARRANTY 
$ 25.00 PER HOUR PLUS PARTS NO MINIMUM 
65 YEARS COMBINED COIN INDUSTRY EXPERIENCE 


WA VioComp ELECTRONICS, INC. 
2312 TIFTON ST., KENNER, LA. 70062 - (504) 468-9824 


OVERSTOCKED WITH 
EXCESS INVENTORY? 


AUCTION IT! 


Bring cash to meet your immediate needs. 


We've conducted successful auctions in California, Texas, Illinois, Colorado, 
Florida, Arizona, Massachusetts, and Louisuiana. Our references include 
some of the leading distributors, manufacturers, and operators. 


You can be assured of success when you hear the sound of... 


SOLD BY 


JAY SUGARMAN 
AUCTIONEERS 


750 NE 195th Street 
North Miami Beach, FL 33179 


305/651-0101 
LICENSED e BONDED e INSURED 


FOR COMPLETE INFORMATION © WITHOUT OBLIGATION 
CALL or WRITE 


305/651-0101 


MEMBER: 

Certified Auctioneers Institute 
National Association of Auctioneers 
Florida Auctioneer Association 
international Society of Appraisers 
Greater Miami Chamber of Commerce 
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back what they paid for it—not as 
quickly as a Star Wars will pay for 
itself, but Food Fight will eventually 
return the operator’s investment. 

“Even earning $20 a week over a 
year 1s worthwhile for a filler piece 
because it will ultimately return your 
investment—and might even end up 
your Number One game some week,” 
Camarota said. “There are so few hit 
games today that fillers have a definite 
place in arcades.” 

Camarota said that two years ago, 
about 20 percent of arcade space was 
taken up by filler pieces. But with so 
few hits today, he estimated that about 
50 to 70 percent of all arcade space is 
now fillers. 

A game can also go into your arcade 
as a hit and then turn into a filler— 
unexpectedly. Other games take longer 
to shift from hit to filler status. Wit- 
ness the decline of one-time video king 
Space Invaders, now relegated to the 
forgotten corners of most arcades. 

Most recently, Ms. Pac-Man, still a 
hit game in many locations, is becom- 
ing a filler in other arcades as its 
revenue is no longer in the operator’s 
top 20 percent. 

Some arcades havea policy of never 
buying fillers. Rich Wheeler, field 
operations manager of Malibu Grand 
Prix, said his chain won’t buy closeout 
games no matter how cheap the price. 


No fillers accepted 

“We just don’t buy filler games. We 
only buy games when they come out,” 
he said. “We’re being selective right 
now.” 

Wheeler said all games eventually 
become fillers, though, and are 
removed when the revenue becomes 
unacceptably low. 

Because of the race car tie-in of the 
arcades, he said, sit-down driving 
games have a longer life span than 
most stand-up videos at Malibu Grand 
Prix locations, and may remain longer 
as fillers because they are more consis- 
tent long-term earners. “Atmosphere 
is important, and driving games con- 
tribute to it,” he said. 

But why keep “dog” games—those 
in the bottom 10 percentSof your 
earnings—in your arcade? 

“If these games that are long since 
paid for, like Space Invaders, can 
bring in money, there’s profit with no 
further investment,” Camarota said. 

Your players will determine if you 
should look into fillers. If your arcade 
gets a lot of transients—players who 
won't know if a game is new or two 
years old—fillers could work in your 
location. e 
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Scoring Success 
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“We're trying to bring back the fun 
of 1890,” says Sheryl Cooper, public 
relations representative for John 
Phillip Tuba’s Ice Cream in the Park 
family entertainment centers. 

The company opened its first full 
restaurant center in January 1983 at 
Lauderdale Lake, Florida. “It’s been 
extremely profitable so far,” Cooper 
comments, describing the center which 
features a simulated park environ- 
ment. 

John Phillip Tuba Corporation, a 
publicly owned company, will have 
opened 10 centers by the end of the year. 

“We were interested in a consumer- 


Homemade ice cream in handmade cones 
is served at John Phillip Tuba’s. 
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By Dawn Adorno 


oriented consumable product,” says 
Martin Berns, company founder and 
president. “We liked the idea of the 
entertainment center, but found that 
the existing ones were geared toward 
the 4 to 12-year-old, and that their 
franchises were too expensive for most 
people,” Berns explains. 

The full restaurant/family centers 
feature a varied menu, robotic enter- 
tainment, and more than 50 coin-op 
games. Menu selections include char- 
coal broiled hamburgers and hot dogs, 
ice cream, fried cheese, chicken, and 
fish, with either table or take-out ser- 
vice. 


just ‘let’s go see the robots, 


GG 00 47 
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“John Phillip Tuba’s appeals to the 
older crowd because it’s good food and 
good service first, and videos and 
robots second. The food is delicious 
and that brings people back. It’s not 
>” Cooper 
maintains. 


Entertainers 

As entertainment, John Phillip 
Tuba’s offers two robotic characters, 
John Phillip Tuba and his parrot side- 
kick, Pablo Pistachio, who talk and 
sing in a stage show every 20 minutes 
from their little “park” gazebo. In 
addition, between 50 and 60 video 


Some centers offer more than 50 coin-op games 
including Cinematronics’ laser disc. 
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$59 PER THOUSAND DELIVERED 
x 25 DELUXE TOYS IN EQUAL MIX 
¥ MULTICOLOR, SNAP-LOCK SHELLS 
+ ACCURATE COUNT OF FILLED EGGS 
Xx FAST & FRIENDLY SERVICE 


CALL US COLLECT TODAY! 


in ae ae ae ae ae ae ae ae ae ae ae we ae ae ee ae a a a a a a a 2 a 


_ CLIP THIS COUPON: 
Ps & SEND FOR FREE : 
“NEST OF EGGS” : 


LIMIT 1 SAMPLE OFFER PER CUSTOMER 
i ae ae ae ae ae ae ae ae ee ae ee ae ae ae ae ae ae ae ae a 2 a 2 2 a a 


INNOVATIVE INDUSTRIES, INC. 
Highway 71A South 
Carthage, Missouri 64836 
(417) 358-6891 


Our small size Mini Vegas machine. 
It’s very big on boosting your profits! 


This space-saving table-top unit is only 16” wide and has 
the lowest price tag on any casino games machine on the 
market today. Yet its full-color graphics are displayed on 
awhopping 13” monitor. Plus optional keyboard that 


allows you to custom program six advertising messages. PROGRAN UP 
TO & CUSTOM 
Games Galore’s Mini Vegas contains four of the most AD MESSAGES 


popular casino games, Poker, Black Jack, Red Dog and HERE 
Dice. And its other winning features include play-stimu- 
lating sound effects, competition inspiring top ten score 
board, swivel rotation, simple servicing and a high-security 
cash box system. 


What’s more, there are no antes, credits or free gqames—so 
there’s no risk of legal complications. 


Get the small machine that can make you 
a big winner—by contracting: 


GAMES GALORE 


214/247-GAME (4263) © 1-800/221-GAME (4263) 


Distributors inquiries invited. 
For amusement only. Not intended for sale or use in states or municipalities 
where such games are prohibited by law. 
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games are provided as well as kiddie 
rides, kiddie videos, and a ball roll-up 
game called Tuba Toss. 

“Continued repeat business is 
derived by offering customers the 
highest quality, best tasting food 
available anywhere, and while they’re 
here, we entertain them to their heart’s 
delight,” Berns adds. 

Show tunes and “sing-along music” 
played at the centers are popular with 
both old and young alike, Cooper 
asserts. “We wanted a concept that 
would take care of the 4to 12-year-old 
and yet also be appealing to older 
people. We wanted to fill the void in 
restaurant entertainment,” Berns 
explains. 

The entertainment centers range 
from ice cream service only to ice 
cream and videos to full restaurant 


eiatadontoron i O 


John Phillip Tuba and Pablo Pistachio 
perform from their gazebo. 


entertainment centers and vary in size 
from 1,000 to 5,000 square feet. Fran- 
chises cost from $95,000 to $440,000, 
depending on the type of center. The 
smaller ice cream/ game centers serve 
homemade ice cream in handmade 
cones and generally include about 10 
video games, Cooper noted. 

John Phillip Tuba’s has also set up 
Its own distributing company called 
JPT Video Distributors Inc., pro- 
viding games for its locations as well as 
additional street locations. 

Although the company’s centers are 
all presently located in Florida, Cooper 
says that it has received signed leases 
for franchises nationwide. Existing 
centers (some of which are company 
owned) are located in malls, shopping 
centers, and a hotel. The company 
expects to have approximately S50 
franchises by the end of 1984. e 
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HORIZONTAL 


MONITOR 
“ESPIAL” 


A fine shoot up space game 
in 6th place on the charts in 
Japan: 

Better than Gyruss or Juno 1, 
beating “Galaga’ in tests also 
best priced Game in Show. 
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The perfect Game for Defenders, 
Stargates,Jungle Kings and other 
horizontal games. 
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Always Electronics 
Components 
20 Jerusalem Avenue | 
* Hicksville, NY 11801 
516/931-2136 
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conversions—call us for assistance. 
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OPERATORS, 
BEWARE OF IMITATORS! 


We have the REAL thing 
OUR kits make money 
SEE US AT BOOTH #239 — AMOA, NEW ORLEANS 


DISTRIBUTORS 


ALABAMA 


Southern Electronics 
Conversions 
Main St., Trico Centre 
Millbrook, AL 36054 
205/285-6855 


TECHNICAL NOTE: If you are having trouble with “Defender” and “Donkey Kong” 
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AME 2 


VERTICAL + MONITOR 


MEET 
“THE GLOB” 


He will grab the Quarters for you. 


OOO OOO OOOO%01270)| © BBB PDD DDD DDD DD DD 


Fully Interchangeable 
(a new game exchange_ in minutes). 
24 Exciting Phases. 

Full diagnostic tests mode on board. 
The hit of September Tokyo show. 
Game has done better than Mr. Do 

& Rock N Rope in tests. 


KITS INCLUDE 
p.c. board —- header - front panel 
—- monitor panel - overlay - 
full harness —- license decal - 
full schematics. 


FOR A DISTRIBUTOR 
NEAR YOU 
' CALL: 401/461-9383 or write 
Magic Conversion Co. 
P.O. Box 3263 
820 Elmwood Avenue 
Providence RI 02937 


¥9 99.9.0. F OOS. FOOD GOOD SQOOOOOOOOOOOOOOOO}™OOO 
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Improve Credit Sales Collections 


By Joseph Arkin, CPA, MBA 
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r N here may be some very valid 

reasons why an operator doesn't 

pay on time—reasons that a 
dunning notice or form letter won’t 
pick up. On top of that, sending an 
impersonal reminder to a very good 
customer simply isn’t good _ public 
relations. 

That is why the personal touch, a 
phone call at the right time within a 
few days after your terms have expired, 
could do much in setting up a sound 
payment plan. 


Experience shows that the phone 
lets you be flexible. By knowing a cus- 
tomer’s problem, you can be adaptable 
to meet any and all situations. But, in 
changing, your primary concern 
should still be to bring an account up- 
to-date. Your customers will appreci- 
ate the fact you are helping keep them 
current. 

It is important to remember that 
whenever an “overdue account” Is on 
the other end of the phone, there is a 
person there, too. Over the phone, 
credit personnel can show an overdue 
account that they can overcome the 
difficulties in bringing payments up- 
to-date. Using voice, tact, and a pleas- 
ing personality can build a positive 
image of your company. 


And, the phone lets you be thor- 
oughly familiar with every aspect of an 
Overdue account’s business by direct 
personal contact. Especially for local 
collections the best and most economi- 
cal way of doing this is with the tele- 
phone. For ultimate success, prepare 
your callin advance by asking the right 
questions, being aware of a customer’s 
past problems, current problems; and 
whether it is possible that it is your 
company that is at fault (shipping 
wrong merchandise, improper pack- 
ing, etc.). (See related story.) 


Courts, legislatures, and the FCC 
have outlawed harassment in con- 
Sumer situations, and the trend today 


is to apply the same thinking in 
business-to-business dealings, too. 
And, you have to be in full compliance 
with the Fair Debt Collection Practices 
Act. 


Telephone tips 

Although the telephone can be a 
very valuable tool in collecting from 
an overdue account, the following 
practices must be avoided: 


1. Calling at odd hours of the day or 
night. (Outside of normal working 
hours.) 

2. Repeated calling. (Generally no 
more than one call per week.) 


3. Calls to third parties. (Except to 
locate the person you are trying to 
reach.) 

4. Threatening calls. 

5. Calls falsely asserting credit 
rating will be affected or that legal 
action will be taken. 


You benefit from using the phone as 
a collection tool by getting your 
money in a given period of time. You 
keep your customers happy, and you 
don’t have to work twice as hard and 
spend additional money to replace old 
customers with new ones. Therefore, it 
is important to bring in telephone con- 
tact with an operator before the 
account becomes overdue so you can 
work out a mutually beneficial pro- 
gram. 

After you’ve sharpened your tele- 
phone skills, let’s accept the premise 
that another place to look for causes of 
collection difficulty is not in your 
collection setup but rather in your 
credit granting policies and proce- 
dures. There is a saying that an 
account properly opened is an account 
half collected. Poor collections may be 
due to inefficiences in the credit grant- 
ing part of your operation before your 
collecting activity even starts. It 1s 
desirable to check the following 
important facts in your credit granting 


mechanism to discover whether there 
are any weaknesses. 

1. Are you selecting your new cus- 
tomers carefully after thorough credit 
investigation? If you are granting 
credit to applicants who are known to 
others (as shown by credit bureau 
records, for instance) as slow-payers 
or won't pays, how can you expect 
anything but poor collections and bad 
debt losses? When you have poor 
credit investigation, you are putting 
poor accounts on your books, those 
that were risky at the time of the first 
transaction. 

2. Are you making sure that each 
applicant and present customer clearly 
understands your credit terms? You 
have to spell out clearly the terms 
under which you grant credit, leaving 
nothing untold. You can’t expect good 
collections from a customer who 
doesn’t really know the terms of sale. 

3. Are you controlling the credit 
limits set for various customers? You 
have to establish some guidelines for 
the estimated ability of a customer to 
pay. Before shipments are made, a 
check should be made with your book- 
keeper to determine the status of the 
account, 

4. Are you sending bills and state- 
ments promptly? If it is your custom 
to ship goods with only a packing 
receipt and later billing, it is incumbent 
that the goods be invoiced at the ear- 
liest possible date. The earlier that 
your statements are mailed after the 
last day of the month, the better your 
chances for collection. 

5. Whether formal or informal, do 
you have a check system of credit? 
Your firm should establish some 
policy as to collections, a system as to 
collection procedures and methods. 

A definite collection policy does not 
mean you must have absolutely rigid 
provisions from which no exceptions 
can be made in cases where there are 
extenuating circumstances. ° 
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IT’S EASY TO SET UP A TELEPHONE COLLECTION PROGRAM 


By Joseph Arkin 


Utilizing the telephone is only part 
of your entire effort. It takes training 
and administration to make it work. 
And that can be mastered easily and 
routinely by you or your employees in 
days. 

It’s economical because the cost of 
setting it into operation involves no 

pecial equipment—just the telephone 
on your desk, along with some stan- 
dard stationery. 

Used in conjunction with your 
existing accounts receivable records, 
this program can make your collection 
efforts much more effective and cer- 
tainly much more efficient. 

Here’s how we suggest you initiate it: 

First, all necessary billing informa- 
tion and material will have to be 
readily available to your credit person- 
nel. You'll also need the following 
items. 


26 - 5” x 8” divider cards with 
tabs marked from A-Z to group 
accounts by name. 


31 - 5” x 8” divider cards with 
tabs marked from I-31 to group 
accounts by date. 


1 - 5” x 8” metal file box to hold 
index cards. 


In addition, you'll need 5S” x 8” 
printed cards called the Collection 
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Record. Together with the phone 
itself, it’s the heart of your operation. 
Youll need one Collection Record 
card for each customer. 

The Collection Record card shculd 
include room at the top to indicate the 
following information: 


Results: A narrative of the con- 
tract. This should include the 
problem encountered, the pay- 
ment plan agreed upon (dates 
and amounts), and follow-up 
date. (Follow up a few days after 


firm name, address, and tele- 
phone number of the overdue 
account 

Contact: This should be the full 
name of the person who knows 
the reason for the overdue status 
of the account and can authorize 
payment. 

Alternate: This should be the 
full name of the person who also 
knows the reason for the overdue 
Status and can authorize pay- 
ment. The alternate contact 
should be called in case your 
main contact is unavailable. 
Past Payment Record: This 
should be a rating system of your 
own design to give a collector a 
history of the payment perfor- 
mance of an account. 

Special Problems, Considera- 
tions: This is designed to give 
the collector an awareness of any 
circumstances which could affect 
the overdue account’s ability to 
meet payments when due. 


The rest of the card is set up as a 
record of the collection steps. 


Date: This should indicate the 
date of the contract. 

Step: This should indicate an 
initial—T-for Telephone Call 
and N-for Dunning Notice, when 
used. L-for Letter, when used. 
Spoke To: This should be the 
initials of the primary contact or 
alternate. 


payment is due. Allow for mail 
delays and posting of payments.) 
Employee: The collector’s ini- 
tials are entered here after the 
contact. 


The next step is to go through 
your aging report or list of overdue 
accounts and fill out the headings of a 
collection record form for each one. 

You are now ready to call the over- 
due accounts. Immediately after com- 
pleting each call, you should record 
the results of the conversation, noting 
the customer’s reason for being over- 
due, the agreement that was reached 
(dates and amounts), and the next 
follow-up date. The collection record 
card is now filed in the appropriate 
follow-up date marked from 1-31. 

On the first follow-up date, the col- 
lector should pull the card and check 
posting to determine if payment was 
received. If payment was received, the 
card should be filed into the space of 
the next follow-up date. If payment 
was not received, the collector should 
then call the customer to determine the 
reason for lack of payment. 

Once all payments have been received 
and an account is current, the cc'lec- 
tion record card is put into the alpha- 
betical section of your file box for 
immediate reference should that 
account become overdue again. The 
collection record card is now a 
permanent record of collection efforts 
on that acount. e 
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FRANK'S + 
CRANKS 


Seninsky 


By 
Frank “The Crank” 


Plan a Business Strategy 


Most of the operators I’ve talked 
with feel that business will pick up. I 
have been trying to get a handle on 
what’s going to happen to our industry 
in the next six months to a year. Mind 
you, I’m writing this before the 
AMOA. 

Laser discs will not take over this 
industry overnight. We will most likely 
see some good and bad ones, but with 
the prices in the $4,000 to $5,000 
range, operators won't be able to 
afford to purchase large numbers. I’m 
afraid that what happened in the last 
few years during the video boom will 
happen again, but on a smaller scale. 

| mean that newcomers to the indus- 
try will just purchase laser games and 
put them into other operators’ loca- 
tions. This is going to cause problems 
across the board and it will happen if 
an abundance of laser games are 
manufactured. Let’s hope supplies will 
be kept at reasonable numbers. 

During the next few months, the 
value of good used equipment will pro- 
bably increase. The main reason for 
this is that distributors have reduced 
their inventory over the last few 
months, and this is where most of the 
closeouts have come from. Now it’s 
time for the manufacturers to start 
their closeouts. These quantities are 
not as huge now so it’s not that bad. 
When these quantities are depleted, 
Operators will look for used games 
such as Centipede, Ms. Pac-Man, and 
Pole Position. 

This will help the cash flow of some 
operators who wish to sell their games 
or trade them in toward the laser 
games. But let’s not forget about the 
manufacturers. They will most likely 


and Stick to It 


continue to produce more new medio- 
cre games (conventional videos) as 
soon as there is a demand for equip- 
ment. This will overload the market 
once again and hurt the used market. 
It keeps happening in cycles. 

The industry is not in a “replace- 
ment” situation yet. The smart opera- 
tors are pulling equipment from over- 
stocked locations to supply needs for 
new locations. Many locations are and 
will be dumped in the next few months. 
These locations may ultimately 
become sources for older equipment 
after they realize that it isn’t easy 
anymore to find someone to supply the 
latest games and gross $30 per game 
per week. 

My approach is to step slowly and 
utilize all the options. I will buy close- 
outs when I see a good buy ona game 
that my customers haven’t seen yet. 
Mario Bros. is a good example. I will 
convert some “dead wood” being care- 
ful not to spend too much time and 
money. I will very cautiously purchase 
some laser games, and see how they 
hold up. And I'll look to purchase 
some new games like Star Wars and 
non-videos. I’ve always operated pins 


and will continue. / feel that “variety” 


may be important once again. It’s cer- 
tainly too dangerous to overload your 
route with too many of the same 
games. Most of us did this over the last 
two years and look at what happened. 
Now we are stuck with a lot of obsolete 
games. 

Cutting overhead is also a must. 
Pulling out of bad locations now 1s the 
smart thing to do. Spend time rotating 
equipment and keeping games in good 
shape. Little by little, things will get 


better. People still want to play amuse- 
ment games. Believe it! 


Service Tip Contest 

In the past weeks, I have received 
service tips from a few concerned 
individuals. These bits of information 
are appreciated. 

Ron Towns of 7-Eleven in Hender- 
sonville, Tennessee, has had the shifter 
wires on his Pole Position come loose. 
He suggests soldering the leads directly 
to the switch. Frequently check these 
connections because they do receive 
excessive vibration. 

Towns has also had problems with 
his Dragon’s Lair, as did Craig 
Cochran of Showbiz Pizza Place, 
Dearborn, Michigan. The games did 
some wacky things. The logic would 
lock up (freeze condition), credits were 
erased, the laser disc would play errat- 
ically, and the coining circuit would 
not count properly. The problem was 
traced to the laser player which will 
not operate properly when the tem- 
perature increases more than 85 
degrees in the bottom of the cabinet. 
Both techs recommend reversing the 
factory installed fan so that it blows 
inward instead of outward. 

To cut down on the dust accumula- 
tion, filter paper could be placed over 
the intake. In the last article I recom- 
mended cutting large holes in the vent 
screening so more air could get into the 
cabinet. Now that there are no more 
hot summer temperatures, perhaps 
using filter paper isn’t such a bad idea 
in the long run. 

Bud Nielson of Coin Machines Inc., 
Colfax, Wisconsin, sent in a couple of 
tips. He had had a very high failure 
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Little Casmos 


1293 


We were the first and remain the foremost manufacturer of 
countertop video card games for amusement only. We have 185 Little 
Casinos that we want you to buy. Buy the first and buy the best for the 
best price around. 185, that's all. 

The following distributors have inventory and are waiting 


for your call: 


A.M.A. Distributors 
1711 St. Charles Avenue 
New Orleans, Louisiana 70130 
Contact: Bob Nims 
504/529-2315 


Americorp Enterprises, Inc. 
108 Fawn Drive 
San Antonio, Texas 78231 
Contact: Larry James, President 


512/492-5130 


Cleveland Coin Exchange, Inc. 
17000 South Waterloo 
Cleveland, Ohio 44110 
Contact: Don Singer 


216/692-0960 


Cleveland Coin Exchange, Inc. 
15191 Telegraph Road 
Redford, Michigan 48239 
Contact: Merle Stark 
313/534-7880 


Coin Machine Distributors 
425 Fairview Park Drive 
Elmsford, New York 10523 
914/347-3777 


Hartford, Connecticut 


203/278-6626 


Baton Rouge, Louisiana 


504/291-5050 


Full Spectrum Marketing & Sales Corp. 


1730S. Amphlett Boulevard 
San Mateo, California 94401 
Contact: John Potenza 


415/572-9222 


Mas Entertainment Systems 
12138 Avenue SE, Suite 7 
Calgary, Alberta, Canada T2G 1W6 
Contact: Mike Dowling 
403/287-0208 


5K 


DIGITAL CONTROLS 


Mas Entertainment Systems 
484 Crosby Avenue 
Burlington, Ontario, Canada L7R 2R5 
Contact: Shelley Duncan 
416/632-4802 


North American Interstate 
3842 West 11 Mile Road 
Berkley, Michigan 48072 
Contact: Bill Mirch 
313/543-1666 


Space Enterprises, Inc. 
7135 State Road 52, Suite 206A 
Hudson, Florida 33567 
Contact: Joe Orecchio, President 


813/862-3559 


Video Casino Systems 
3228 Lorna Road 
Birmingham, Alabama 35216 
Contact: G. W. Little or Larry Howard 
205/823-7324 


Digital Controls, Inc., 5555 Oakbrook Parkway, Suite 200, Norcross, Georgia 30093 


e BALL BEARING & ROLLER 

ACTION 
f° PLASTIC KNOB PERMANENTLY 

ATTACHED TO THE SHAFT 

e CAN BE CHANGED FROM 
4-WAY TO 8-WAY IN SECONDS 

e FACTORY ADJUSTED 
EXTREMELY ACCURATE 

e HEAVY DUTY LEAF SWITCHES 
WITH GOLD FLASHED 
CONTACT POINTS 

¢ HARDENED STEEL, IT WILL 
OUTLAST ANY JOYSTICK ON 
THE MARKET 


We know that once you have tried 
our joystick, you will go nuts over it. 
So we would like to make you an 
offer that you can’t refuse. 

Simply, buy one, at our regular price 
and get the second one absolutely free. 


‘Monroe Electronics Co. 
355 DENTON AVE,. NEW HYDE PARK, N.Y. 11040 


PLEASE RUSH ME 916-248-8911 
____ MONROE DELUXE JOYSTICK AT $29.95 
SECOND ONE FREE 2-4-8 WAY 


MONROE REGULAR JOYSTICK AT $15.95 
__ SECOND ONE FREE 2-4-8 WAY 


SEND TO: 
NAME OR 
COMPANY 


ADDRESS 


Tels 


# SEND C.0.D. J CHECK ENCLOSED LI 
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rate of the capacitor C407 that is used 
in Sanyo monitors. These monitors 
are used in Nintendo games— Donkey 
Kong, Popeye, etc. The system is 
called “vertical fold over” where one 
vertical edge of the picture seems to 
curl around and distort. Nielson 
recommends replacing C407 with a 10 
mfd 200 volt cap. I would like to add 
that in the last year at least, I haven’t 
seen many Sanyo monitor problems. 
Sanyo makes an excellent monitor. 
On some Atari color X-Y monitors, 
R18 on the high voltage board is miss- 
ing. This resistor is incorrectly listed as 
a 33K resistor and should be a 27K 
resistor. This resistor is necessary for 
proper operation of the overvoltage 
protection circuit. Could this be why 


““ some monitors keep being returned for 


repair? 

I have some more tips: 

Zoo Keeper—lIf the colors on the 
game look distorted or are a different 
color, take a look at U56 and U57 
located in the middle of the CPU 
board. Another tip-off is that the word 
“Zoo Keeper” in the attract mode will 
appear inside a dark rectangular 
block. U56 and US57 are color output 
RAMs (2148s). They go bad in pairs. 
Each costs $8. 

Eight-Ball Deluxe—Weve had a 
condition where the third and fourth 
displays would flicker badly, and we 
could hear a low hum if we listened 
carefully. This hum was the tip-off 
because the problem was traced to the 
sound board. C15, a 10mfg-16 volt 
cap, was bad and somehow this circuit 
feeds back into the displays. You can 
also check C14 (4700 mfg-25 volt) and 
C16 (4.7 mfd) as these are all in this 
same circuit. In our game, CI5 was 
easily recognized as bad because it was 
discolored and easy to pick out. 

Wells-Gardner Color Monitors— 
C905 (33mfd-150 volt) in the monitor’s 
high voltage power supply is under- 
rated. When this cap breaks down, it’s 
not uncommon to find that transistors 
Q901 and Q902 (mps A06) and resis- 
tors R903, R901, and R907 are 
burned. The obvious solution is to 
replace this cap with a higher rated 
one. Try a 50 mfd-200 volt cap. 

In some cases, R901 or R907 (2.2 
omega -2W resistors) may also be 
opened. Check these first. Also check 
Q903 (2N 3904) before powering the 
circuit after changing the other com- 
ponents. Q903 will be bad sometimes. 
To audio all this, make it a point to 


change C905 if it even looks bad. 

Star Wars—On earlier model games, 
CR2 and CRI1 located on the monitor 
deflection board have failed. The 
1N914 diodes are not holding up and 
can be replaced with I1N4148s. Atari 
has been using 4148s in the latest runs 
of Star Wars. 

If the monitor cuts off intermit- 
tently, Atari recommends first check- 
ing the overvoltage pot (R17). Due to 
an error in production, these pots were 
set too low (around 21 KV). The over- 
voltage control should be set to trip at 
around 24-25 KV. 

Heat buildup inside the cabinet can 
affect the circuit components. Games 
are getting more complex as more cir- 
cuits are required. This puts additional 
current passing through the fuses. 
Atari recommends soldering the wires 
directly to the fuse holders. In some 
cases you may have to go to a slightly 
higher fuse rating. Before doing this, 
call Atari and get an opinion. 

Tron, Satan’s Hollow, and_ Kick- 
man power supplies—In past articles, 
I recommended putting slightly higher 
rated fuses into these supplies, if the 
fuses were blowing frequently after 
short periods of time. This works when 
the circuit components are all good. If 
Fl, a 3/8 amp slow-blow fuse, blows 
and there is no +5 volts, look at C109 
which is a 4.7 mfd capacitor and you 
will probably find that it’s shorted. 

Tron—You can hear an annoying 
low hum when the game 1s on. Check 
to see if the power supply has the J4 
jumper connected. If it is, just cut the 
jumper wire and the hum will dis- 
appear. 

Dragon’s Lair—There is an option 
switch that turns on the “keyboard 
input feedback.” This fancy term (the 
game costs enough to have fancy 
terms) just refers to the player con- 
trols. When this function is enabled, 
the game will produce a tone whenever 
the player input switch is activated. A 
low tone can be heard when the CPU ts 
not accepting the signal, and a high 
tone is heard when the CPU accepts 
the signal. 

A high tone also indicates that the 
player’s timing is correct. When this 
function is disabled, the player doesn’t 
know if his timing is right, and the 
Operator cannot be aware if the 
switches are working properly. No 
tone is present, in this case, when the 
switches are closed. 

As always...keep cranking. e 
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Technical Topics 


POWER SUPPLY DESIGN COURSE PSD-1 
Lesson 12: Thermal Considerations 


Programmed Test 


Editor's Note: The material below is a serialization of the Kurz Kasch correspondence course for electronics, 
designed specifically for the coin-operated amusement industry. This course is copyrighted and owned by Kurz 
Kasch of Dayton, Ohio, and its reprinting is being sponsored jointly by Kurz Kasch and Play Meter magazine. This 
material is authorized for publication exclusively in Play Meter magazine. 


INSTRUCTIONS : 


The purpose of this test is to guide you step-by-step thru actua/ circuit design problems. 


Also, many of these tests will provide you with additional design technique. Most important, these tests will provide 
you with a gauge to establish your degree of understanding of the materia/ covered in the text, The test is programmed. 
Start at block one and then follow the numbered instruction associated with your answer. 


The forward operating limit for a rectifier type diode is... 


GO TO BLOCK 72 
GO TO BLOCK 24 


a. Pamax) 
Oo; tf 


2 


YOU ARE INCORRECT! 


Refer to the text and then return to BLOCK 16. 
AVz = 100°C x 0.1MV 


Did you get the same result? /f not, refer to the text and 
then recheck your math. 


In this problem, the temperature coefficient was expressed 
in millivolts per °C as opposed to % of Vz per °C. Did you 
notice this before you came to this block? 

YES NO 


ls the temperature coefficient positive or negative? 


GO TO BLOCK 17 
GO TO BLOCK 26 


a. Positive 
b. Negative 


4 


lzy at 75°C = 320MW 


5.6 V 


= 5/7.1ma 


Did you get the same result? /f not, refer to the text and 
then recheck your math. 


To operate the 1N752 at 400MW at 75°C, it is necessary 
to use a... 
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GO TO BLOCK 9 
GO TO BLOCK 22 


a. Heat-sink 
b.  Derating curve 


S 


YOU ARE CORRECT ! 


When considering the performance of a zener as a result 
of ambient temperature changes, two parameters are of 
concern. They are... 


GO TO BLOCK 16 
GO TO BLOCK 27 


a. Ve and Pq/(max) 
b. Pa(max) and Izu 


_ 739°C = 150°C = 5 (3.2°C/W— 0.17°C/W) 
5 


Osa = 1.99°C/W 


Did you get the same result? /f not, refer to the test and 
then recheck your math. 


You have completed the text for lesson twelve. Before 
going on to the last lesson of this course be sure to review 
any topic you do not feel fully confident of. 


8 


Vz = 10.0V +0.01V = 10.07 volts 


Did you get the same result? /f not, refer to the text and 
then recheck your math. 


Find Pa(max) and Izy for the 1N752 (Vz = 5.6V) when 
operating at 75°C. 


The thermal resistance is 3.2MW/°C, Izy is 65ma at 50°C 
and Pa(max) iS 400MW. 


85 


What is AT? 


AT = 


v4 


YOU ARE CORRECT! 


GO TO BLOCK 14 


The performance value for a heat-sink is stated 


GO TO BLOCK 15 
GO TO BLOCK 28 


a. As a thermal resistance 
b. In watts 


12 


YOU ARE CORRECT ! 


When rectifier type diodes are used in a rectifier circuit 
with a capacitor filter, derating the diode becomes complex 
because of the... 


GO TO BLOCK 30 
GO TO BLOCK 5 


a. Poor ‘‘heat-sinking’’ 
b. Charging current surges 


13 


AT = 125°C — 25°C = 100°C 


Did you get the same result? /f not, do not go on but refer 
to the text and then recheck your math. 


What is the total change in Vz? 


BV 2 MV GO TO BLOCK 3 


14 


AT = 75°C — 50°C = 25°C 


Did you get the same result? If not, do not go on but refer 
to the text and then recheck your math. 


What is the total derating? 


Total derating = _____Sssd MW GO TO BLOCK 29 


fs 
YOU ARE CORRECT ! 


Find the maximum thermal resistance for the heat-sink 
which will permit a transistor with the following charac- 
teristic to operate at 150°C and dissipate 5 watts. 


Ty = 175°C; Osc = 3.2°C/W and the transistor is mounted 
in a TO—3 case. 


What is 0sa? 


°C/W GO TO BLOCK 6 


OSA = 
86 


16 


YOU ARE CORRECT ! 
The effects of temperature are termed... 


a. Thermal resistance 
b. Temperature coefficient 


17 


YOU ARE CORRECT ! 


GO TO BLOCK 2 
GO TO BLOCK 25 


What is Vz at 125°C? 


Vz = Volts GO TO BLOCK 8 


18 


Pd(max) at 75°C = 400MW — 80MW = 320MW 


Did you get the same result? !f not, do not go on but refer 
to the text and then recheck your math. 


What is |zy at 75°C? 


1D ihe Se oa MO GO TO BLOCK 4 


Z2 


YOU ARE INCORRECT ! 
Refer to the text and then return to BLOCK 4. 


24 


YOU ARE INCORRECT ! 


Refer to the text and then return to BLOCK 1. 


You may be confusing cause and effect. Although the diode 
may be rated in terms of current, the limit is actually the 
product of Ve and I/F. 


YOU ARE CORRECT ! 
Calculate the change in Vz for a zener rated at Vz = 10V 
at 25°C and with a temperature coefficient of +0.7MW/°C 
when operated at 125°C. 
What is AT? 

AT = ia © 


26 


YOU ARE INCORRECT ! 


GO TO BLOCK 13 


Refer to the text and then return to BLOCK 3. 
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YOU ARE INCORRECT ! 


Refer to the text and then return to BLOCK 5. 


28 


YOU ARE INCORRECT ! 


Refer to the text and then return to BLOCK 9. 


29 


Total derating = 25°C x 3.2MW = 80MW 


Did you get the same result? /f not, do not go on but refer 
to the text and then recheck your math. 


Pa(max) = ________MW GO TO BLOCK 18 


30 


YOU ARE INCORRECT ! 


Refer to the text and then return to BLOCK 172. 
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INI ationac AAmusement Game Avuction 
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“THE INDUSTRY AUCTION LEADER” 


100’S 
OF THE LATEST GAMES 


BT ARI VWAEIAMS = TAIT OO SEGA 
* MIVA Y + STERN BALELY “NIN TEND = 


UPCOMING AUCTIONS 


ORLANDO, FL JACKSONVILLE, FL NEW ORLEANS, LA CINCINNATI, OH PITTSBURGH, PA 


Wed., Oct. 19 Wed., Oct. 26 Thurs.-Sun. 
Civic Auditorium Oct. 27-30 
300 West Water St. AMOA 


Jacksonville, FL 


Sat., Nov. 19 
Conley's Motor Inn 
3550 Wm. Penn Hwy. 
Pittsburgh, PA 


Sat., Nov. 5 
Cincinnati Gardens 
2250 Seymour Ave. 

Cincinnati, OH 


Expo Centre 
500 Livingston St. 
Orlando, FL 


We specialize in the sale of new or used games by auction due to 
distributor overstock, operator liquidation and bank repossessions. 


NAGA 1919 14th St., Suite #405, Boulder, CO 80302 NAGA 


303/440-9999 
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Child's chopper 


R. J. Newborough & Co. Inc. announces that one of 
its newest kiddie rides, the Hydraulic 4077th Helicopter, 
will be distributed throughout the United States during 
the next few months. 

The unit, a replica of the M*A*S*H 4077 Whirly 
Bird, combines realistic features and safety factors. The 


unit is gravity descending which, company officials claim, # on # 
eliminates the danger of entrapment that may be caused a : ion ¢ 
by a motor driven descent. Seat belts have also been additions 


installed in the Hydraulic 4077th Helicopter as an addi- 
Dynamo Corporation has begun shipping its 1984 


tional safety feature. 
The unit includes a camouflaged exterior, sound 
effects, flashing lights, and plexiglass front. 
model of the Big D coin-operated pool table. 
The new model includes all of the features of the 
original model, but also incorporates several innovative 
design and construction improvements. 

Prominent among the improvements is a ball flap 
guard which reduces maintenance by preventing excess 
movement in the trip rod hardware when actuated by the 
coin-chute mechanism. A companion improvement is the 
replacement of the snap rings which hold the trip roller, 
with permanently mounted retainers. 

The new model also includes steel playing surface 
supports replacing the previously used wooden corner 
supports. This addition not only provides support for the 
table’s imported one-piece Italian slate bed, but rein- 
forces the overall rigidity and stability of the table’s 
structure. To aid in transporting the table, four hand- 
holds have been added to the underside of the table. 

In addition to 18'4 ounce rayon-backed felt cloth 
covering the playing surface, other new cosmetic features 
include polished chrome corner castings and impact- 
resistant polystyrene structural foam corners. The 
corners’ simulated wood grain finish complements the 
table rails, legs, and newly added Sunrise Beachwood 
laminated side panels. 


88 PLAY METER, November 15, 1983 


Laser disc 
Hight 


Mylstar Electronics’ M.A.C.H. 3 
provides play action via live action 
film, superimposed computer graphics, 
sound effects, a wrap-around Fresnel 
lens that puts the player into the 
action, and a rumbling seat that helps 
create the illusion of actual flight. 

Modeled after the F-15 fighter plane 
design, the M.A.C.H. 3 (Military Air 
Command Hunter) uses actual color 
film footage over which the player 
“flies,” avoiding enemy action while 
firing at ground and airborne targets 
or bombing enemy installations. (By 
making a selection on the control 
stick, players can choose to pilot either 
a bomber or fighter plane.) 

In addition to laser disc technology, 
M.A.C.H. 3 is equipped witha Fresnel 
lens which expands the size of the 
screen.The game features bomb 
release buttons and a trigger on the 
joystick, which has 180-degree move- 
ment, enabling the player to bank the 
plane left or right and climb or 
descend. By his skill as a fighter pilot, 
the player can prolong the duration of 
the flight. 

M.A.C.H. 3 will be available in 
cockpit and upright styles.. The game is 
also designed for conversion to new 
software in the future. 
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Five of a kind 


“Chips is our latest entry into the 
expanding countertop video game 
market,” says Bill Benton of I.D.A. 
Inc. Designed in-house, the game fea- 
tures five casino style games: Poker, 
Twenty-One, Craps, Baccarat, and 
Dogs. 

Chips features on-screen display of 
poker chips, arcade quality graphics, 
win tunes, and background audio. 
“Vivid colors, vertical 13-inch screen, 
single ante button, high score entry 
mode, and the ability to change games 
during play and add extra coins are all 
play promoting features,” Benton 
added. 

Ed Carter, director of engineering, 
said “Chips should establish a new 
standard for the countertop ‘amuse- 
ment only’ machine.” The game does 
not give replays and is clearly not a 
“gray area” machine. 

Other operator features include a 
swivel base, illuminated coin entry, a 
large locking steel cash box, and a dual 
lock service door. Some distributor 
territories are still available. 


stress tester 


Self-testing physical fitness com- 
puters are introduced by OMACO 
Enterprises Inc. of Phoenix, Arizona. 
Built around scientific methods and 
NASA technology, company officials 
claim the OMA CO 4000 is designed to 
monitor body stress and heart rate 


levels accurately. 
Designed for the physically con- 


scious individual, this new model is 
equipped with tests to measure body 
energies. The unit is controlled by a 
microprocessor, and each test can be 
completed in 20 seconds with a touch 
of the hand. Officials claim the stress 
test is the most widely used and medi- 
cally accepted method—Galvanic 
Skin Response. 

The OMACO 4000 features a 
molded design, calibrated reading 
system, low voltage current (equi- 
valent to a hand calculator), and is 
available with an adjustable coin 
sensory device. 
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Country character 


Hank, an animated country-western 
hound dog, is introduced by Sally 
Animation as an entertainer and traf- 
fic builder for entertainment facilities. 
Hank is the newest addition to Sally’s 
line of animated computer-operated 
single characters, The Entertainers. 

Costumed in blue jeans with a 
Stetson perched atop his floppy ears, 
guitar-playing Hank entertains with 
lively country-western tunes, jokes, 
and anecdotes. In addition to his own 
guitar, Hank is accompanied by a full 
(invisible) country band. 

Hank is a pre-programmed charac- 
ter package with more than 18 separ- 
ate computer-operated movements. 
And with an optional “live” or in- 
house programming feature, he can act 
as a spokesperson on radio/ television 
promotions and out-of-facility events. 
Hank, as with all The Entertainer 
characters, requires no franchise fee 
and is priced at $20,000. 

Sally Animation Company of Jack- 
sonville, Florida, specializes in indi- 
vidual specialty characters and multi- 
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stage, multi-character show packages. 
If required, a character can be designed 
exclusively for an individual facility. 

For further information, contact 
Sally Animation Company, 803 Price 
Street, Jacksonville, Florida. Tele- 
phone: 904/353-5051. 


Change-Mate 500 


The microprocessor controlled 
Change-Mate 500 unit, from the 
Gametecniks division of Currency 
Technology Corp., has a built-in 
auditing system. 

The changer also accepts U.S. cur- 
rency in one, two, five, 10 and 20 dollar 
denominations and dispenses up to 
10,000 quarter-size tokens. It also says 
“thank you” after the transaction. 

The Change-Mate has a total 
auditing system for both on-site and 
off-site control. For on-site auditing, 
key control provides auditing data, as 
well as the value of the last five trans- 
actions without opening the machine. 
Standard on-site auditing data include 
time/ day readout, dollars accepted by 
denominations, value of coins dis- 


Aids to the Trade 


pensed, coin counter tally of remain- 
ing coins, and sequential clearing of 
numbers. 

The Change-Mate can also be fitted 
with off-site audit control. A manager 
dials a telephone code number, and the 
machine responds verbally to tell him 
exactly how much the machine has 
taken in in dollar denominations. It 
also tells him the quantity of coins or 
tokens remaining in the machine and 
confirms the last clearing number. 

The Change-Mate is programmable 
to issue a variable amount of coins or 
tokens. The machine can be pro- 
grammed to deliver bonus coins at pre- 
determined times over a weekly 
period. It also offers a special “Happy 
Hour” feature which permits special 
daily bonus coin dispensing without 
interfering with the other programmed 
bonus periods. 

A three-point door and cabinet 
locking system, top token loading 
without access to currency, and an 
automatic alarm system independent 
of the machine’s power supply, are 
also offered. 

The machine also features anti- 
jackpot protection with a computer 
controlled time-out depending on 
coins to be dispensed. 

For additional information, contact 
Gametecniks Division, Currency 
Technology Corp., 10503 Delta Park- 
way,Schiller Park, IL 60176. Tele- 
phone: Toll-Free 800/242-6437. In 
Illinois: 312/671-6700. 


Jensen catalog 


A new catalog of precision tools and 
computer and telecommunication 
equipment is offered free by Jensen 
Tools Inc. 

Illustrated in full color, the 160-page 
catalog contains more than 2,000 tools 
of interest to field engineers, techni- 
cians, computer and _ telecommuni- 
cation service persons, and electronic 
hobbyists. 

Major categories covered are: test 
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equipment, microtools, soldering 
equipment, tweezers, screwdrivers, 
cutters, drafting supplies, power tools, 
computer accessories, circuit board 
equipment, and miscellaneous. 

Also included are many new pro- 
ducts from Jensen and more than 40 
pages of service kit and tool cases for 
electronic specialists and technicians. 

To obtain a free copy, write Jensen 
Tools Inc., 7815 8, 46th St., Phoenix, 
AZ 85040. Telephone: 602/968-6231. 


Liquid crystal 
display 


The Industrial Products Division of 
Industrial Electronic Engineers has 
added four new models to its Daystar 
line of alphanumeric liquid crystal dis- 
play modules. Combining all drive, 
refresh, and character generation 
functions onto a single compact board, 
these models enable the system designer 
to add a low-power, sunlight-readable 
alphanumeric display to almost any 
microprocessor-controlled device. 

These display modules accept paral- 
lel ASCII data and control codes over 
either an eight-bit or fout-bit data bus, 
thus interfacing to almost any micro- 
processor with a minimum of addi- 
tional hardware. Special features 
include 80 characters of scrollable 
character RAM and up to eight user- 
programmable character patterns. 
Logic circuitry is powered by tSVDC 
at 3 mA max. 

Display formats are as follows: 
Model 3802-08-016 - One line of 16 characters 
Model 3802-09-032 - Two lines of 16 characters 
Model 3802-10-040 - One line of 40 characters 
Model 3802-1 1-080 - Two lines of 40 characters 

Single-line displays feature a 5 x 10 
font for true descenders on lower case 
letters and additional special charac- 
ters. Dual-line displays utilize a 5 x 7 
font, which includes the 95 standard 
ASCII upper- and lower-case letters, 
numbers, and symbols. Availability is 
two to five weeks ARO. 
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For additional information, contact 
John Sutton, product marketing 
specialist, Industrial Products Divi- 
sion, IEE, 7740 Lemona Avenue, Van 
Nuys, CA 91405. Telephone: 213/787- 
O31 1. -6xt. 233; 


Desoldering/ 
soldering systems 


i] 


Pace Incorporated now provides 
desoldering/ soldering systems (PED- 
A-VAC models SX-214A and SX- 
213A) designed to operate with shop 
air. The PED-A-VAC systems are 
spike-free for safe component removal, 
company officials claim. 

These production systems feature 
the Dual Path non-clogging, fast heat- 
up solder extractor handpiece with 
exclusive “Thermo-Drive” heat con- 
trol which prevents circuit damage and 
provides quick recovery for faster 
utilization, officials said. 

PED-A-VAC’s spike-free operation 
is used for extracting MOS, C-MOS, 
and LSI-type devices from printed cir- 
cuit boards. Instantaneous vacuum Is 
generated through a venturi located in 
the footpedal activated by pneumatic 
switching. 

Each system is also provided with 
variable AC output for tip tempera- 
ture control, external visi-filtration, 
built-in hot cubby for handpieces, with 
wet/dry cleaning facilities, an assort- 
ment of long-life super tips, plus two 
cleaning brushes. 

The model SX-214 is provided with 
a deluxe soldering iron that includes 
its own separate AC output control. 

For more information, contact Beth 
Amelio, Pace Incorporated, 9893 
Brewers Court, Laurel, MD 20707. 
Telephone: 301/490-9860. 


Chemtronics’ 
catalog 


A new, condensed catalog describ- 
ing Chemtronics’ product line of elec- 


tronic chemicals, solder, and desolder- 
ing braids is now available. 

Chemtronics’ four-color catalog 
describes a variety of electronic chemi- 
cal products that offer solutions to all 
kinds of troubleshooting, engineering, 
quality control, testing, and repair 
problems. 

Electronic chemicals described are 
electronic cleaners and degreasers, 
special purpose solvents, flux removers, 
contact cleaners, conformal coatings, 
anti-static sprays, head/ disc cleaners, 
tuner cleaners, and freezing agents. 
Also included are high purity Chemo- 
loy cored solders and a new line of 
Chem-Wik desoldering braids. 

Copies of Chemtronics’ catalog are 
available free from the Customer 
Service Department, Chemtronics 
Inc., 681 Old Willets Path, Hauppauge, 
NY 11788. 


Rainbow pencils 


Colorful Rainbow Pencils are avail- 
able now from Business Builders. 

Pencils in bright colors with designs 
for younger kids can be useful. With 
your location name and ad message on 
them, pencils are a low cost item to 
give out as special prizes or thank you 
gifts. As they are used, your message 
will be seen over and over again. 

A rainbow of colors from the tip to 
the eraser includes your six-line adver- 
tising message boldy printed in the 
yellow center area. These promotion 
pencils can be made to your custom 
specifications in about two weeks. One 
thousand pencils cost less than $180 
and less each in larger quantities. 
Other styles of pencils are also avail- 
able and can be specially designed. 

For more information, contact 
Carol Kantor, Business Builders, 
10381 S. DeAnza Blvd., Suite 209, 
Cupertino, CA 95014. Telephone: 
408 / 446-4400. 
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GLASSIFIED 
~ ADVERTISING 


ATTENTION 
MR. DO! Castle 
New Game $675 (10 or more $625) 
MR. DO! Kits 
Was $545 Now $345 (10 or more $300) 
STAR TREK Kits 
Was $550 Now $325 (10 or more $300) 
GYRUSS Kits 
Was $645 Now $325 (10 or more $300) 
All kits are legal and each comes 
with: Decals. Wiring, Harness 
and a PC Board 
Items are limited. ORDER NOW! 
Game Kits 
P. 0. Box 7426, Omaha, NE 68107 


BERR ME MER ERRE MRE E EERE REM RERRREEERM PE MEEK RM EH 


FOR SALE LARRY CAPLAN SIGN CO. 
(1) MMI 195TR $1 +5 bill changer, like new 41613 Reisterstown Road 
$900. was $1595.°°. 30 day guaranty and ” PO. Box 218 
free delivery within 50 miles of Pittsburgh, Reisterstown, Maryland 21136 
PA * 412/379-9541. $399.00 


soa tase Was Pre "Y hf 
SHER TIVE : 


! 3 ee & 300 LETTERS 
eae’ —§ € STEELSTAND 
: ALL LIGHT 


oy 


WANTED aye 
Established amusement and video ma- iehca Geece, 
chine route in New York or Long Island 


area. Call 516/546-2105 after 6 p.m. 301-833-5941 


Without Arrow $359.00 


. 4 * t + + & te tH He ee He He He HH HY 
: COMPARE THESE PRICES : 
: ana @ s * * 
: All in Excellent Condition ¢ Satisfaction Guaranteed : : 
# 
' Ms. Pac-Man $1295 * Galaga $1495 : . 
* * : * 
: AloineSKE........... $ 695 Missile Command ..... S 295 = Alpine Ski ........ $200 , 
+ Asteroids =... 195° Me Od... 1050 ¢ Donkey Kong ...... 150 
> Astro Blaster ........ 295 PacMan........... 795 * W Donkey Kong Junior. 150 f 
+ Battlezone...:....... 195... PacMan Plus ........ 895 + oe 
+ fee. 2... 350 PHOOniK............ 295 * & Bosconian ........ rm 
+ Centipede ........... 795 Fietaues ............ 295 =~ Defender ......... 125 : 
. Defence. .......... 395 Pole Position......... 2595 : Riasian 80 i 
: ——— Deluxe...... es sw ee. se tA Soacuad 75k 
ious. ti‘ C.COCO#CO#OUSSS.hUCOGie C«ti(‘(‘(C(‘é#CO(SN(Nj(W!U.... : 
: Donkey Kong......... 550 Space Invaders ....... 195 % Asteroids ......... 40 
x Donkey Kong Junior ... 795 Space Duel .......... 295 % * 
* . k 
> Froquer.............. 995 Suectyr............. 395 ¢ e Hundreds more in stoc : 
> Fromttme........... 1195 Stagate............ 395 § © Call for up-to-date * 
, Gort... .......... 295 Super Cobra ......... 253 * price list!! r 
~ Gyrss........,.... 1495 Tempest... gk. 295 + ‘ 
, detest .............. 1295 THON 6 oc 595 + * Marquees Power * 
= Kangaroo ........... 595 Van Guard........... 295 * Supplies, etc. . 
5 Make trax .......... 395 Wizard of Wor........ 295 * me 
> Miligete ........... 1695 TauKOn 350 * YC. ENGINEERING . 
: Trade-Ins Welcome ¢ We Ship Anywhere : " 
: We Buy Your Used Equipment ‘ / : ‘ 
: —CALL FOR LATEST AVAILABLE GAMES— : 61 5 793 91 42 * 
6 . B. Enterprises Fun Enterprises * , 
: 499/569-9649 318/462-0225 _ : | Telex:53-4623 § 
Pap Oe Sie baa pogtieh doa gly nae rye a pts A iyiedeeal oe pesgteAm Pon +t + t+ + + + tt H+ + HH H HF. 
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O.K. YOU WERE RIGHT! 


Our game does weigh only about 40 pounds. And you don’t need a hand | 
truck to move it. And, it is true that we have only four (4) gamesinour _ 2 
machine that are not new and trendy (poker, craps, blackjack, and Hi- | 


the heavier, big name games. However, if you disregard our | | 
shortcoming just mentioned, you can receive that famous “Kiss onthe | 


collection day. 


“LITTLE CASINO”’ 


The bar top game that lives forever 


New or Slightly Used 
——CALL FOR BOTTOM DOLLAR PRICES—— 


SPACE ENTERPRISES, INC. 


Joseph C. Orecchio, President 
Direct Factory Distributor 
7135 State Road §2, Hudson, Florida 33567 (813)862-3559 


Lo). They are very old games that have been played for over 1,000 years. - a : : 
You were also right about our game’s cost. It does costalittlelessthan [| — 


Courthouse Steps” if our cashbox doesn’t weigh as much or more on | | 


I II EA I RE AR EE OO ON eee ees 
GD 0 aD + aD + GD + GD + GD + aD + CD + GD + CD + GD + D+ De | a ne 


' REPAIR SERVICE ji NORTHERN CALIFORNIA'S || = 
Most game boards & monitors ¢ VIDEO CONNECTION — eo 
é Radio control & other j For lowest prices on ke 
Amusement Games ; New & Used Games & Boards || | 
' = Quadtex Repair Service CONVERSION KITS = =—sff} 

§ = 5403-C Southern Comfort Blvd i Mr. Do! «© Hunch Back | 7 
y Tampa, FL 33614 ' BUY e SELL e TRADE jj a 
i 4 : - oS . ] : - 3 


Call or Write: 


Shelley Smilen | 
Malibu Grand Prix Corp'] - 
21300 Califa Street | 
Woodland Hills, CA 
91367 

(213) 703-0022 
(800) 423-5487 


Locations through- 
out the United 
States. Videos and 
Pinballs always avail- 
able at good prices 
from our chain of 
game rooms! 


. 


MALIBU FUN CENTERS. 
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“EGGS” 


Great new kit from Universal— 
the makers of Mr. Do! 


Also these kits: 


e Mario Bros. 
e Elevator Action 
e Mr. Do! & others 


Lasor Games 
@ Dragon's Lair 

e Bega’s Battle 

e Mach 3 


AWS Distributors 
————_ ioe 


8431 Mastin Drive | : 
Post Office Box 4057 Jao uma 
Overland Park, KS 66204 
" 913/642-9744 


PH HK KK KK KK 


* 
* 
* 
* 
I 
* 
* 
* 
* 
* 
Ss 
*| 
a 
* 
* 
* 
*T 
* 
es 
* 
a * 


| 
Meporcac! 
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SCHOOL FOR 
ELECTRONIC GAMES 


_ Two-week course covers video and pins. 
By Schematics! Our 11th year! 

CALS COIN COLLEGE, P.O. Box810, 
Nicoma Park, OK 73066. 405/769-5343 


ALPHA - OMEGA SALES 


Game Specialists °¢ 


Send your Boards, Monitors, and Rower Supplies to Frank “The Crank’’ — Have them repaired Right 


Pool Tables © Rowe Bill Changers °@ Jukes 
— CALL FOR OUR LOW PRICES ON THE HOTTEST KITS — 


“Mr. Do!’s Castle” 


PS100EL POWER SUPPI 
IDEAL FOR CONVERSIONS 
ALL POWER FOR GAME IN ONE UNIT 


6.3 VAC (for panel lights) 
1.5 amps — 

115 VAC (for monitor) 
1.0 amps 


+5 VDC / 5 amps 
-5 VDC / 1.5 amps 
+12 VDC / 1.5 amps 


12 ft. attached line cord @ fused imput ¢ on-off switch ¢ unavitched convasien 
outlet © built-in RFI filter © 115 VAC output ¢ cuts down on labor cost rugg 
dependable e made in USA ¢ custom modifications upon request ¢ 6 month warre ity 


* FOR FURTHER INFORMATION CALL OR WRITE: 


RHK TECHNOLOGY INC. 


209 Voorhies, Pontiac, Michigan 48053 


313/858-8958 


UE: 


Board Repairs e¢ 


— NEW — 


“Mario Bros.” “Greyhound 3 in 1” 


Specials: Greyhound 4 Games in 1 Countertop Model — Lowest Price Anywhere! i 


900 Brass Tokens — 5¢ each 
* Location Ready Specials - All Fully Guaranteed For 30 Sees * 


Congo Bongo................. $1395 
Rec © Rone. ................ 1450 
in special cabinet 
Baby Pac-Man................ 1495 
Frogger. =. ii‘ ij §£Cj 888s. .: 745 
sungio Munt.................. 995 
oo ——SC 1195 
ON — 1795 
Jig r—SCS 1595 
rox. ltt lk... 1795 
roo Keener. ................. 1495 
moo... .. st ill# kl... 1295 


in special cabinet 


3 Coral Street 
Edison, NJ 08837 
201/738-1800 


94 


Games $495 for piel 


Sagman..................... $1295 Berzerk 
Dotender.................... 995 Blue Print 
Digtus.............,..... 895 Calipso 
Kickvah.................. 650 Crazy Climber 

Moon Patrol ....... ....... 1295 Frenzy 

Ms. PacMan................. 1595 Galaxian 

PacMan ................. 1095 Gorf | . 
Pengo ................. 795 Jack the Giant Killer 
Phocnix..................... 695 Kangaroo 

Satan’s Hollow ............... 995 Moon Cresta 

Space Duel .................. 450 Omega Race 

stargate. .........sts wisi. 795 Qix oo 
Tron 895 Wizard of Wor siti 
Zaxxon 895 


OUR REPUTATION IS - 
IS SOLID GOLD | - | . 
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** ANYTHING YOUR ROUTE DESIRES! ** 


IS IN STOCK NOW 
AT’ 


— ABBEY AMUSEMENT, INC .— 


The Operators Distributor — WE CARE! 
CALL: 


Houston, Texas Anniston, Alabama Sarasota, Florida 
713/531-0465 205/831-8540 813/351-3797 
Call Now For: 
SAME DAY SHIPMENT 


HUGE PARTS INVENTORY 


e Roms & E Proms - Burned & Shipped on Date Ordered °@ 
NOW IN STOCK 


Journey $2495; Pole Position (u/r) $3195; Zookeeper $2095 
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—PLENTY OF: 
Ms. Pac-Man Domino Man Super Pac-Man Time Pilot Millipede Looping 
Galaga Popeye Centipede Joust Front Line Nato Defense 
Pole Position Satan's Hollow Lady Bug Xevious Q* Bert Bubbles 
Sinistar BurgerTime House of Cards Baby Pac-Man Jungle Hunt _—— Thief 


* Used & Reconditioned Equipment — All Legal Kits 
Always in Stock — Huge Inventory — Ready to Ship! 


YOU NAME IT - WE'VE GOT IT! 


KKK EK KK KK RM MMM mH MK KKK MK KKK HK HK 
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MRR REE E EERE RE HEH 
BUY e SELL e TRADE ¥ Pole Position......... $2595 + 
We specialize in Used Games. | Goss... i (i‘“si(‘(‘ NL. 1795 } 
Call for latest prices! > Star Trek( sd) ...... 1595 ¢ 
Play More Amusements , wOuSt .............. 995 + 
Metro Washington, D.C. Area + Ps . * 
kk 703/471-7480 ** ; 904/443-1 023 : 
OOOO 


GAME AUCTIONS 


No Sales Commission To Seller 
(small entry fee depending on number of games) 
e NUMBER OF GAMES LIMITED 
e EARLIER ENTRIES GET BETTER POSITIONS 

Don’t Get Shut Out!! 


Long Island - Dec. 4 
Hempstead Plaza Convention Center 


CONVERSION 
KITS 


sales & installation 

MONITORS 
CABINETS 

Iso. Transformers 

Power Supplies 

ALL Game Parts 

Complete PC Board 
and Game Repair 


Dallas - Dec. 10 Los Angeles - Dec. 17 
State Fair LA County Fairground 


AUCTION CITY’ G.S.I 


4 Federal St., Woburn, MA 01801 


** 1/800/821-2119 ** 
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Sunshine Amusement Dist. 
Palm Bay, Florida 


BIG BONUS!!! 


~ Receive a FREE “Pac-Man Plus” kit with any purchase of the following: 


“Too many coins 
or tokens to 


bd 

FOR $2333.°° RECEIVE: OR FOR $1888.°° RECEIVE: count by hand? 

Joust & 2nd choice Tron & 2nd choi i r 

Galaga & 2nd choice Contibads & 2nd hehe Cut Cou nting Time 
tee daha & pee Pac-Man & 2nd choice 70% with Klopp 

aby Pac-Man & 2nd choice Donkey Kong Junior & 2nd choi 

Q*Bert & 2nd choice "dade bat ae slokcs a Counters & Sorters 
Super Pac-Man & 2nd choice Satan's Hollow & 2nd choice — 

Popeye & 2nd choice BurgerTime & 2nd choice ee 


Xevious & 2nd choice 2ND CHOICE’S Robotron & 2nd choice 
Missile Command * Astro Blaster * Space Invaders * Astro Fighter * Polaris 
Moon Cresta * Qix * King & Balloons * Space Firebird * Asteroids * Gorf * Battlezone 
| Berzerk * Megattack * Scramble * Super Cobra * Defender * Crazy Climber * Galaxian 
Wizard of Wor * Space Zap * many others also available 


Sort 1000 coins per minute. 
Count/wrap $1,000 
in 20 minutes or less. 
Portable, manual or electric 
rugged, no plastic, made in USA 
Full one-year warranty 
Economically priced 


6424 Frankford Avenue 
Baltimore, MD 21206 


301/485-3700 


COLUMBIA VENDING SERVICE INC. 


FREE CATALOG AND SAMPLES 
showing vending machine labels, truck 
signs, and badges. Shipping address: 
Seton Name Plate Corp., 20 Thompson : 
Rd., Branford, CT 06405. Mailing address: aNd ea iene of 1,000 
Seton Name Plate Corp., P. O. Box 1331, oe ’ 


PHONE: 615/824-9450 
New Haven, CT 06505. Tel: 203/488-8059. ASK FOR ROD 


—— Call or write for full details —— 
“Our 53rd Year” 


KLOPP. 


KLOPP INTERNATIONAL, INC. 
P.O. Box 708 


Pinellas Park, Florida 33565 
(813)522-9425 


TOKENS 
14,000 Assorted Tokens | 
All OST / .984 Size 
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seer yd nay PRICE CONVERSIONS 
eke ee BREAKTHROUGH!! 
EVERYTHING MUST GO _ FOR ROWE CIGARETTE MACHINES 


kekekkk ® Will vend up to $1.75 in 

7 increments of 5¢. 
American Mfg. Co. 

Coin-Op 

WEIGHING SCALES 
(Cost $425 new) 
SELLING FOR $125 

Completely Refurbished & Painted 


e Maintenance Free 
e Quantity Discounts 


® Same mechanical depen- 
dability using your pre- 
sent totalizer. No elec- 
tronic components. 


® Accepts any combina- 
tion of nickels, dimes @ 
and quarters. 


Rem © 4-minute installation on ®@ 
~ location OR 


® Send us your totalizer® 
we will convert it ($5.00 8 
service charge). 


Video & Flipper Circuit Boards 
FOR SALE 


<3 


sd BRICES: REDUCED: | 


$29. (in lots of 10) $34.°% (in lots of 1-9) 


@® TELEPHONE: Coin Up-Date Industries, Inc. 
e 14 Hulse Road 

. 516-928-6868 « setauket. NY. 11733 
©0000 OOOOOOOOOOOOOOOOOOOOHOOOEO 
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Used scale parts & supplies 
FOR SALE 


All shopped & in excellent condition! 


ED 6D + RD + GD 6 ED 6 ED 6 ED 6 GD 6 ED + GD 6 GD 6 GD 6 GD + GD + GD + GD 6 GD + GD + GD 0 GD + GD + GD + DD + + DC 


eeeeee@ : - % 


Southern Carousels Corp. 
P. 0. Box 8301, Greenville, SC 29604 


803/271-0703 
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wwsimm ABSOLUTE AUCTION = "=" 


10 A.M. Saturday 
November 5, 1983 
Sherwood Forest Inn 
4809 West Waco Drive 
Waco, Texas 


* SETTLEMENT FOR THE PERMIAN STATE BANK AND TRUST * 


Over 200 late model videos, pins, coin changers, jukebox, and cigarette machines will be sold at this auction. 
Consisting of, but not limited to: 


NO Reserve NO Reserve 


10 Ms. Pac c/t 7 Ms. Pac u/r 
8 Galaga u/r Gyruss 


Dragon’s Lair 
4 Galaga c/t 


4 Time Pilot Joust Moon Patrol 
Mad Planets 8 Centipede 7 Donkey Kong 
Pac-Man Kangaroo 3 Dig Dug 
Tron Popeye Tutankhum 
Congo Bongo c/t BurgerTime c/t Sinistar s/d 
Sub Roc 3-D s/d Star Trek s/d Domino Man 


2 Rivera Cigarette Machines ¢ 6 Rowe BC-25 Money Changers 


“PLEASE REALIZE THE PRECEDING IS AN INCOMPLETE LISTING” 


TERMS: Full payment day of Auction. STRICTLY CASH: Cashiers Check, Personal or Company Check ONLY with a Current Bank 
Letter of Credit. NO EXCEPTIONS—please! For More Information, Call: 501/774-0777 or 501/772-2020. Premises open 8:00 A.M. 
Day of Auction for inspection. Must have complete removal day of auction. Uniformed Security will be on duty. 


Auction Conducted by: MARK C. THOMAS & GARRY HOLOCOMBE 
P. 0. Box 5129, Texarkana, Texas 75505 


Amusement Sales Specialists 
Indoor and Outdoor 
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* * NEW * * 
CONVERSION KIT 


e Route proven money maker 


Convert clumsy track-balls on football 
and basketball to joysticks 


e Simple 10 minute installation 


—ONLY $99.%°— 


NATIONAL ELECTRONICS 
414/643-7466 


or write: 2740 So. 9th Place, Milwaukee, Wisconsin 53215 
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UPGRADE YOUR PAC-MAN OR MS. 
PAC-MAW! This new conversion gives play- 
ers a choice between the original game andthe 
faster, more challenging EXPERT LEVEL. Guar- 
anteed to increase collections! Game labels and 
instructions included. Five minute installation. 
Write for free information or send $79 per kit 
to. MBN. Electronics Dept. 2,262 Courtland 


St. Painesville. Ohio 44077. (In Ohio add 5.5% 
sales tax) 


SPECIAL NOTICE 


purchase your used equipment from 


NEW ORLEANS NOVELTY CO. 


In business for 50 years 
International reputation for selling 
the finest used videos; flippers; & 
amusement games available anywhere. 
Each & every game beautifully 


refinished like new by experts 
All games authentic legal factory models” 
GET ON OUR MAILING LIST FOR OUR 
LATEST PRICE BULLETINS OR CALL 
Rose, Eddie, or Jean for latest prices 
3030 No. Arnoult Road 
Metairie, LA 70002 
Tel: 504/888-3500 
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— DRAGON'S LAIR — (2 left in stock - $3895) 
All equipment guaranteed to be in top working condition and location ready. Most 
pieces are single owner games with low meters. We do not stock older, lower 
earning games. We have an excellent service back up and do major conversions, 
board repair, monitors, etc. 


THESE PRICES ARE REAL!! 


Pole Position (ur) .......... $2745 Turbo n................. $1895 
Centipede ...............-:-> 945 Turhbe (6d)... ....-.. sk, 2095 
Star Ware. .............:. 2545 Turbo (nial ............... 1695 
Dig Dug.................. 945 Bonkey Rong ............. 975 
Millipede................. 1695 Chexe.......... 1995 
Ms. Pac-Man.............. 1595 FILLERS 

Galaga... 1795 Monaco GP (sd) ........... 1195 
Tron... .... sss. 845 Galanian..............:.. 595 
Pac-Man................. 895 Pane. wc 645 
O*Bert........ sit i#ac ec 1575 Battiozone ............... 345 
Gyruss .............---.:- 1545 Asteroids ...............; 275 
Time Pilot... ............. 1545 2-player Football........... 245 
doust ..................- 1295 Space Invaders............ 295 
Rohotron................. 945 Mr Uol.................. 695 
Defender... _............ 675 Phoenix ................; 595 


* NEW BREATH ALCOHOL TESTER - $1895 

Serving Maryland, Delaware, Virginia, Pennsylvania, and New Jersey! 
Chesapeake Bay Amusement Inc. 
1305 S. Division St., Suite 6, Salisbury, MD 21801 


— 301/543-2444 — 


!! ANNOUNCIN 
THE 


NATIONAL VIDEO 
NEWSLETTER 


offering a WEEKLY report on: 


e Actual Nationwide Weekly 
Earnings On The Top 150 Videos 


e Actual Nationwide Weekly 
Earnings On The Top 25 Pinballs 


e New Product Review And Ratings 
e Weekly Video Game Index 


\N 
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FOR SUBSCRIPTION INFORMATION 
& FREE SAMPLE COPY CALL OR WRITE: 


The National Video Newsletter 
P. 0. Box 10672, Pensacola, Florida 32504 
** 904/478-6358 ** 


4% 
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MR. DO! 
Is Still Doing It!! 
SUPER PRICES! 
CALL US NOW 


And Save On Leading 
Legal Kits 


216/226-0080 


VIDEO COIN CONVERSIONS 


1390 Cranford Ave., Lakewood, Ohio 44107 


REPLACEMENT 
MARQUEES 


For all current games - $25 


O.E.M. prices available 


E-PROMS 
2764’s - $6.00 each 
2732’s - $4.30 each 

SUZO JOYSTICKS 


with micro switches 
$15.00 each 


Power Supplies - KGD - 23 


$45.00 each 


+5V / 6 amp -5V / 1 amp 


+12V / 1 amp 


617/322-2033 


RREGTGAA_-E AM AMI 
—ARCADE FOR SALE— 


In business for 60 years 
72 pieces of equipment 

2,500 square feet 

High tourist traffic area 


Long remaining lease 


A SACRIFICE AT 
$160,000 


Send inquiries to: 
Playland Arcade 
175 Pomeroy 


Pismo Beach, CA 93449 
RR QAQKAAQ{{Q{Q{Q{{W{VQ¥’{&Qw 


New Way Video Systems 
21 Langdon Street, Everett, MA 02149 


Located next to beach & pier 
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EZ SLATE LIFTER 

_ Many operators are now using this 
& new tool. The Pool Table slate recov- 
ering job is easier & safer. 

_ Check with your distributor. He may 
_ have one on display. If not, ask him to 
order one for you or put one on display 
on a table in his showroom. 


@ This is a quality built tool. 
e Look professional. 
© Save labor & be safe. 

* Sold through authorized distributors only! 


U.S. & OVERSEES DISTRIBUTORS 
— ** NEEDED ** 

- CONTACT: Bentler Amusement Co. 
1644 Homewood Ave. 
Springfield, IL 62704 


- — 217/546-7060 — 
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tely Reconditioned 


Comple 
Lo for $800.°° 


*eekR HR RH 


New Video Cabinets 
— (PC boards not included) 
| for $925,° 


Sleeping Tiger, Inc. 
: 2435 N. Western Ave. 
Chicago, IL 60647 


312/342-4420 
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2 ROUTE CLEARANCE SALE 


yt Donkey Kong ........ a 5S 50 y 
ve Donkey Kong Junior ........ 450 } 
SF Ms. recwman............. . 1450 "y 
“we Super PacMan............ 995 
: q —.. . 850 2 
i mete fe: 350 } 
ee _ a2 
oon co an 650 : 
ee ;.. 375 
ED. Robotron. poset — 950 B 
: y Os ones eg 1100 ") 
- §} PAC-MAN PLUS KITS MIDWAY "3 
oe MANUFACTURED $100." is 
30 DAY WARRANTY** 
 _B & B VENDING . 
oe 1560 Edison St., Dallas, TX 75207 
oo ~ (214)747-0041 i 
Ss y OFFICES IN: Dallas; Midland/Odessa; jf 


es Amarillo; El Paso; and Oklahoma City 
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MUST SELL AT AUCTION PRICES! 
premey..............§ S05? 


COMPUTERIZE YOUR 
ROUTE OR ARCADE 


—LOCATIONS READY— 


Used Games 
only $89 ,00 
(MI res. add 4%, C.O.D. add $5.00, Ms. Pac-Man Galaga 
Master Charge | Visa accepted) Joust Pac-Man 
Compatible with Commodore 64, Moon Patrol Centipede 
Apple IT, or I.B.M. Tron Zaxxon 
(Must have disc drive, printer optional) Phoenix Stargate 
Asteroids 


FEATURES: 
© Games Listing 

© Location Listing 

© Collection Report 

@ Location Data Report 
¢ Parts Inventory Report 
Operating Statement 


—Send-$8. For Copy Of 
Full Documentation— 


VIDEO DEPOT INC. 


33272 Hampshire, Livonia, MI 48154 


313/421-5609 


(Cocktail or Upright) 


Pinball / Pool 


Black Knight 
Blackout 
Spiderman 
Space Invaders 


$ CALL FOR CURRENT PRICES $ 
817/634-3118 or 3119 


CLASSIFIEDS /~ 


i.e. 
Ms. Pac-Man......... 
Bosconian........... 
nt. 
Movetron............ 
SaxcOn ............. 
maneeroo ........... 
mig onG. «i... ... 
Donkey Kong......... 
Donkey Kong Junior ... 
Oe 
Deronder............ 
fo 
Gort... 8S 
Rowe BC 25 coin changer 1495 


995 : 
(1595: 
495 
795 = 
795: 
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New unused bug box, extra chips, 3 data ar / A -" 
books. Asking $195. Serious inquiries 
only. 301/256-5644 


Ardac Coin Changer ... 


1095 
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MINUTEMAN VENDING 
312/627-6055 


Case 
oJ 
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BUG TRAP : 


- 
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RESULTS! 


Statement of Ownership 

Statement of ownership, management and circulation (Act of August 12, 1970: Section 3685. Title 39, United States Code). |. Title of 
publication: Play Meter Magazine. A Publication no. 358-350. 2. Date of filling: September 15. 1983. 3. Frequency of issue: Twice 
monthly. A. No. of issues published annually: 24. B. Annual subscription price: $50.00 4. Location of known office of publication: 508 
Live Oak St., Metairie, LA 70005. 5. Location of the headquarters or general business offices of the publishers: 508 Live Oak St., 
Metairie, LA 70005. 6. Names and complete addresses of publisher, editor and managing editor: Publisher, Ralph C. Lally, II, 6764 
General Haig, New Orleans, L.A 70124: Editor, Ralph C. Lally, 11,6764 General Haig, New Orleans, LA 70124: Managiny Editor, Laura 
R. Braddock, 1736 Stall St.. Harvey, L.A 70058. 7. Owner: Ralph C. Lally, Il, 6764 General Haig, New Orleans, L.A 70124. 8. Known 
bond holders, mortgagees or other securities: None. 10. Extent and nature of circulation: A. Total number copies printed (net press 
run): Average number of copies each issue during preceding 12 months, 13,613: actual number copies of single issue published nearest 
filing date, 13.000. B. Paid circulation Sales through dealers and carriers, street vendors and counter sales: Average number of copies 
each issue during preceding 12 months, 0; Actual number of copies of single issue published nearest to filing date, 0. B2. Mail subscrip- 
tions: Average number copies each issue during preceding !2 months, 11,843: actual number copies of single issue published nearest to 
filing date, 11.212. C. Total paid circulation (sum of 10BI and 10B2): Average number copieseach during preceding 12 months, 11.843: 
actual number copies of single issue published nearest to filing date, 11.212. D. Free distribution by mail, carrier or other means samples 
complimentary, and other free copies: Average number of copies each issue during preceding 12 months, 1224; actual number copies of 
single issue published nearest to filing date, 788. E. Total distribution (sum of C and D): Average number copies each issue during 
preceding 12 months, 13.067: actual number copies of single issue published nearest to filing date 12,000. F. Copies not distributed 1, 
Office use, left over. unaccounted. spoiled after printing: Average number copies each issue during preceding 12 months 546; actual 
number copies of single issue published nearest to filing date, 1,000. 2. Returns from news agents: Average number copies each issue 
during preceding 12 months, 0.; actual number copies of single issue published nearest to filing date, 0. G. Total (sum of E, Fl and 2— 
should equal net press run shown in A): Average number copies each issue during preceding 12 months, 13,613: actual number copies of 
single issue published nearest to filing date, 13.000. 11. I certify that the statements made by me above are correct and complete. Ralph 
C. Lally, If (signature of publisher). 
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NEWS BRIEFS ........ 


Konami, the Japanese video game software producer, is ready with its first marketing effort since 
it opened a stateside office in Torrance, California (Play Meter, June 1, p. 20). The product is a 
conversion kit of its highly successful Time Pilot. 


Cinematronics is offering a speed-up kit for Dragon’s Lair. It includes five PROMs which make 
the game faster and “trickier,” according to Marketing Director Tom Campbell. 


The Amusement Game Manufacturers Association has added four companies to its membership 
roll. Digital Controls of Norcross, Georgia, presided over by Michael Macke, and Noah Anglin’s 
Simutrek of Hayward, California, were admitted as manufacturing members. Parts giant Wico, and CVS, 
marketer of convertible games, were taken in as associate members. 


A Huntington Beach, California, firm called Entertainment Sciences is promising a new entry In 
the coin-op game field, a conventional game replete with “much more microprocessing power, a lot 
more memory, and it has high resolution graphics,” said company President Ron Clark. The firm 
recently hired former Cinematronics’ game designer Robert Patton as its director of game design. 


Games Unlimited, a large operator of coin-op games, is selling its operations in Straw Hat Pizza 
locations in Northern California in order to alleviate some of its debt. Automatic Merchandising 
Corporation will pay Games Unlimited about $80,000 and distribute another $300,000 among its 
creditors. The firm recently declared bankruptcy under Chapter 11 status wherein it can continue to 
do business while the court holds creditors at bay. 

So eee es 

Digital Controls’ motion to stop the sale of Entertainment Enterprises’ Mini Vegas was 
withdrawn from the U.S. District Court in New York September 26. Digital Controls is suing the 
Oceanside, New York, firm, claiming copyright infringement by Entertaiment Enterprises’' Reno Games 
of its Little Casino. That suit is scheduled to be heard by the court November 2. 

a eee 

The first 10 players of a projected 30-man squad of America’s best video game athletes have 
been selected. They are the winners of the first round of state team tournaments which took place 
August 24-28. Of the top 10 players—the tournament included eight state teams—eight are from 
California and two from Ohio. The 30-man team will take on international challenges. A challenge has 
been issued to Japan, and another has already been accepted by Italy. 


He 
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Now-available-forthe-first 
time, the MHI Breath Alcohol 
Scanner employs the latest. 
State-of-the-art technology 
ina clean, attractive 
ant-salable package. 


At the National Restaurant 
Association show in Chicago, 
restaurant and. tavern: owners 
expressed-great-enthustasm—for— 
‘the MHI Scanner asa’ method to 
assist customers in determining 
their own ability to drive safely. 
The information also gives the” 
proprietor a graceful means of 
refusing further service. 


Dimenstons: 
Scanner Unit:14” x. 2415" x 15" 


Shipping Wt. 27) Ibs. 


Stand—Unit: 14° x 22" x 36" 


Shipping-Wt.35.1bs. 


FEATURES 


Liquid Trap 

Pre- and Post-Purge Cycles 

Dual Sensor System 

Temperature Stabilized Measuring System 
Proprietary Air-Flow Regulator 

Very Fast Recovery Time 

Straw Disposal Bin 

Excellent Serviceability 

110 or 220 volt AC, 50/60 Hz, Selectable 
Completely Solid State 

Coin Box Holds $400 in Quarters 

Coin Operated or Push Button Available 
Available with Floor Stand or Wall Mount 


P.O. BOX 95, STATE HIGHWAY 38 WEST, ELKLAND, MISSOURI! 65644 


SEE US AT BOOTH #434 
AT THE AMOA SHOW 


CAN YOU QUALIFY? 


ONLY IF YOU HAVE A 
POLE POSITION. 
IF YOU DON’T, BETTER 
GRAB ONE FAST... OR 
POLE POSITION Ii 
WILL LEAVE YOU 
AT THE BACK OF 
THE PACK? 


ATARI 


A Warner Communications Company 


Drive it at AMOA Expo ’83 in New Orleans. 


| *Pole Position and Pole Position I] are engineered and designed by Namco Ltd. 
a Manufactured under license by Atari, Inc. Trademark and © Namco 1982, 1983. 


\ © 1983 Atari, Inc. All rignts reserved. 
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